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Buying Stimulated by 
Boston Show 


times. Buyer Leh, of H. Leh & Co., Allen- and accessories that go into the business. 
town, Pa., piloted his own airplane and flew Therefore, at the start the Boston show was a success, 
direct to the Boston landing field for the Boston Shoe aside from straight buying activity. The market week, 
and Leather Fair this week. in dollars and cents of shoes 
Forty Canadians came with | am . a '- bought, was one of the best 
i. 
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’ | \ HE Boston market place progresses with the obtainable in this center of shoes, leather and the goods 





flags flying. The old buy- ever held. The reason is 
ing veterans were present, obvious—merchants all over 
and the most hopeful sign the country have had a good 
of all was the great num- shoe business, having sold as 
ber of young men, actual many shoes as could be ex- 
buyers, or sons of buyers, | 7 Nei iy | pected. It is obvious that 
who find the greatest train- | <i gs |\ J | stores need new shoes for 
ing field is the one where | fem HR /\ r (| the fall, and that factories 
merchandise and methods | aay FE = = ah that could give shipments in 
can be compared at a place Sy) \ Ve August were getting all the 
where two hundred lines are hy ~ As business they could handle. 
on display. | . This was the Tenth An- 

Much of the bally-hoo | om ' nual Boston Shoe _ and 
steps out of the picture— | \ | | ayy Leather Fair and it started 
off with a golf tournament. 
—more golf, more friend- Formerly the entertainment 
liness and more real fellow- | and outing came at the end 
ship. Something that can | , wean of the show, but golf now 
never be taken away from | ranks as a duty to health and 
the Boston market, and that AG ua 3: 3) Piss sssise, fellowship and has priority. 
is the urge at one time of qiaiticsescres It was a good move, because 
the year for a great number it brought to Boston more 
of shoe, leather and allied ae TH Lae \ buyers and golf players 
tradesmen to get together in a t earlier in the week than ever 
avery flexible comradeship - - — “| before. 


not so much rum and poker 














With the goif score out of the way, the next step of 
inspecting shoes on the runway and in sample rooms 


made Tuesday the great day of preparation. Actual 
buying started on Wednesday and continued throughout 
the week. Lines displayed were in the main out of 
New England, but every hotel in down-town Boston 
had lines of shoes from every other market. 
Traveling salesmen qualified in the Boston market 
as the reception committee and they did a superlatively 
good job this time, under Thomas A. Delany, sec- 
retary of the National Shoe Travelers’ Association. 


Big Demand for Sports 


Shoe merchants report in men’s footwear the great- 
est sports year ever. A Boston dealer was in agree- 
ment with one from Los Angeles that four times as 
many sport shoes were selling, the surprising change 
being thereby recorded. Both of these merchants hope 
to play a fall sports shoe game in changing from the 
black and ‘white and tan and white to two tone tans. 

In women’s footwear the sale of light colors, plus 
pastels and whites, exceeded expectations, and mer- 
chants are making a note of present experiences so 
that they can increase their orders on typical summer 
footwear next year. 

In the main, the big thought was, What will the 
public buy in September, October and November? The 
consensus of opinion gives any high style a fifty-fifty 
break to kid and suedes, with a steady demand for the 
calf leathers in walking and orthopedic types of foot- 
wear. The increase of kid in the dark colors for fall 
was an outstanding highlight of the market buying. 
Fabrics were on top in evening footwear in the buy- 
ing placed during the week, with more elaborate color- 
ings than ever before. 

Blue is a standard color in women’s footwear, and 
as a surprise it is being sampled in men’s shoes for Fall. 
Of reptiles, the major demand is for trims, and there 
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is some logic in this, for the feeling is that all-over shoes 
might well be kept as general Spring favorites, reappear 
ing each year as typical new footwear for Spring open 








ings. 

These major trends were accurately reflected in the 
footwear displayed by models on the runway at th 
afternoon and evening performances on Tuesday and 
Wednesday. Tastefully clad to represent all possib! 
occasions, the models appeared on the big stage in th 


Hotel Statler ballroom, entering through a scenic effect } 


representing the front and columned porch of a stately 


Colonial mansion. From there they reached the runway 


which ran almost the full length of the big room. 


Runway Show Excellent I 


Seats for spectators were provided on both sides o | 


the runway, as well as in the boxes in the galler 
above. This was a welcome innovation to buyers who 
in years past, have been forced to stand eight deep alon 
the sides of the runway and peer over one another's 
shoulders in order to get a proper view of the footwear 
This Boston show has the distinction of having shown 
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eminently practical shoes from start to finish—footwear 
which any and every merchant could well afford to have 
in his stock. The models modelled well, the music was 
excellent and each performance ended in a blaze of 
glory with the appearance on the stage of five inter- 
national beauties, selected after contests in Germany, 
Austria, England, France and Ireland. Grouped wit! 
the models—Misses America—they made a colorful 
picture. 

When all is said and done, the Boston market was on 
of the cleanest on record—straight buying and selling 
without frills and without speculation. The shoe busi- 
ness has shaken down to a more intelligent selection 0| 
shoes by merchants who think they know what the public 
will want, and who buy for their normal needs. 

With a burst of inclement weather in the early. Fall, 
this industry will find itself short of serviceable foot- 
wear for both women and men who are this year wearing 
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summerish footwear, which will not and cannot be worn 
through the Fall—weather providing. 

The number of new names over factories indicates as 
well a change in the market, for a speedier day is ahead 
for tanner, manufacturer and merchant. 

The hospitality end of the fair loomed larger this year 
than ever before. Golfers cavorted over the Woodland 
course in Auburndale, Mass., on the opening day of the 
fair and sat down to a banquet in the big clubhouse 
that evening. Men who did not play golf were loaded 
into big auto buses and taken to Hugo’s, a Cohasset 
roa! house, for a banquet at the same time. This almost 
impromptu feature was carried through by a commit- 
tee headed by Chas. N. Coggswell, president of the 
Boston Shoe Travelers’ Association, assisted by George 
L. Ashe, “Tim” Murphy, A. J. Anderson and Harry P. 
Lynch. 

Women on Bus Trip 


The women were royally entertained. On Tuesday 
morning at nine o'clock they were taken by auto bus 
to points of interest along the North Shore, with dinner 
served at The Tavern in Gloucester. Here a surprise 
was sprung when Albert and Charles Vinal, two youth- 
ful cousins, one dressed as an old town crier and one as 
William -Dawes, distribued to the guests pictorial maps 
of Boston and the North Shore. Special seats were 
reserved for the guests at the evening performance of 
the style revue. On Wednesday morning there was a 
tour of the historical part of Boston and its immediate 
vicinity, and in the afternoon a trip was made to the 


South Shore, with tea at the South Shore Country Club 


in Hingham. 

More than ninety prizes with a total value of close 
to $2,500 were put up for the contestants in the golf 
tournament. The major prizes in each division were 
magnificent. Two beautiful Waltham clocks had been 
donated by the directors of the Boston Shoe and Leather 
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Fair, a four-piece silver tea set donated by the Boston 
Boot and Shoe Club, a matched set of irons, woods and 
leather golf bag donated by the Carl E. Schmidt Co. and 
a number of others. 

The completed list of prize winners and donors, fol- 
lows : 


SHOE AND LEATHER DIVISION 
(Gross Prize Winners) 


Barney Driscoll, Waltham clock, donated by Directors 
of Shoe and Leather Fair. 


Searles Reed, Sterling silver bread tray, donated by 
Day Gormley Leather Co. 

Gould Pitcher, pair of Sterling silver candlesticks, 
donated by Weekly Bulletin. 

Martin Tevlin, carving set, donated by Slattery Bros. 

L. P. Gutterson, Sterling silver plate, donated by 
United Shoe Machinery Co. 

W. R. Shrigley, Sterling silver bowl, donated by F. C. 
Donovan, Inc. 

Wm. Arnold, Sterling silver flask, donated by Mul- 
lins Trowbridge Co. 

F. M. Bohr, desk clock, donated by Stacy Adams Co. 

D. P. Morse, Jr., three wooden clubs, donated by A. 
W. McNaughton. 

S. M. Patterson, leather golf bag, donated by J. S. 
Barnet Sons Co. 

Chick Connolley, Sterling silver pitcher and creamer, 
donated by Richard Young Company. | 

T. E. Graham, Jr., Sterling silver plate, donated by 
Armour Leather Co. 

F. C. Donovan, wrist watch, donated by Northwestern 
Leather Co. 

Karl Mosser, Sterling silver brush and comb, donated 
by Dunbar Pattern Co. 

Ben Stone, silver fruit dish, donated by Frederick W. 
Dow Leather Co. 

Frank Paine, silver cocktail shaker, donated by Bar- 
net Leather Co. 


John McElaney, pen and pencil set, donated by Corey 
Leather Co. 








SHOE AND LEATHER DIVISION 
(Net Prize Winners) 


J. D. Adams, silver four piece tea set, donated by 
Boston Boot and Shoe Club. 

Ruby Johnson, silver flower dish, donated by Bradley 
Shoe Co. 

A. N. Blake, Sterling silver cocktail shaker, donated 
by C. D. Brown Co. 

J. W. Crowhurst, Sterling silver fruit dish, donated 
by Allied Kid Co. 

L. E. Wright, pewter fruit dish, donated by Avon 
Sole Co. 

F. O. Thissel, Sterling silver fruit bowl, donated by 
Mitchell-Peirson, Inc. 

J. A. Flaherty, Sterling silver flower vase, donated 
by W. F. Hooley Shoe Co.. 

Ben Cort, Sterling silver flower vase, donated by 
Griess-Pfleger Tanning Co. 

Carl Stephens, two bamboo shaft woods, donated by 
Kistler Lesh Leather Co. 

J. J. Brady, canvas golf bag, donated by Dungan Hood 
: Co 


A. J. Sweet, wrist watch, donated by Pfister & Vogel 
Leather Co. 

J. K. Bruce, Sterling silver mayonnaise set, donated 
by Thayer-Foss Co. 

M. P. Arnold, wrist watch, donated by D. W. Poor 
Leather Co. 

A. Ward, Sterling silver vase, donated by Premier 
Leather Co. 

Joe Corcoran, golf sweater, donated by Goodyear 
Tire & Rubber Co. 

Joe Driscoll, silver water pitcher, donated by Bristol 
Patent Leather Co. 

C. L. Wilcox, Sterling silver comb and brush set. 
donated by Besse, Osborn-Odell. 


ALLIED DIVISION 
(Gross Prize Winners) 


Charles Shaw, Waltham clock, donated by Directors 
of Shoe and Leather Fair. 
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Fred Thayer, silver fruit bowl, donated by Shoe and 
Leather Reporter. 

J. W. Hannon, cocktail shaker, donated by Creesc & 
Cook Co. 

A. D. Knight, leather toilet set, donated by Martin 
& Burke. | 

K. W. Wolcott, silver vegetable dish, donated })y 
Dimond Kid Co. 

Frank Rapp, two bamboo woods, donated by G. 
Levor Co. 

W. H. Carey, two steel shaft woods, donated by ( 
Publishing Co. 

Ralph Clifford, Sterling flask, 
Rankin Leather Co. 

Ben Ray, golf shoes, donated by Abbott Co. 

Charles Furber, pair of shoes, donated jy Howar:! & 
Foster, Inc. 

A. J. Jordan, twelve Kro Flite balls, donated |) 
Goodrich Rubker Co. 

L. J. Newell, rain golf coat. donated by J. J. Dal 
Tom Farrell, Kulhed hat, donated bv Carl E. Schmidt 


Co. 


u 


ill 


donated by Hunt 


an 


ALLIED DivisION 
(Net Prize Winners) 


C. L. Sheldon, Sterling tea set (4 pieces) donated hy 
New England Shoe and Leather Association. 

Geo. Haywood, Sterling cocktail shaker, donated |) 
John R. Evans Co. 

Chas. Gilman, silver urn, donated by Spalding Filire 
& Counter Co. 

Bill Grimes, Sterling silver fruit bowl, donated by 
Hotel Statler. 

H. P. Rolfe, Sterling vegetable dish, donated by 
Lucius Beebe & Sons. 

J. Warren Wi-eeler, two steel shaft woods, donaied 
by Quabaug Rubber Co. 

Paul O. Rourke, Sterling gravy boat, donated by N. 
Srazner. 

R. C. Rhoades, silver platter, donated by W. D. Byron 
& Sons. 
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J. C. Crowley, golf shoes, donated by French, Shriner 


& Urner. 
Leo Hart, oiled rain coat, donated by Hotel Essex, 
(J. J. McCarthy.) 
Lester Gibse .. golf Kroflite (12), donated by Good- 
rich Rubber Co. 
Jasper Blake, leather golf bag, donated by A. F. 
Gallun & Son. 
3ert Blake, Kulhed hat, donated by Carl E. Schmidt 
Co. 
RETAILER’S DIVISION 
(Gross Prize Winners) 


John J. Daley, leather bag, set of irons and woods, 
donated by Carl E. Schmidt Co. 

Dana Goodwin, Sterling silver vase, donated by 
Compo Shoe Machinery Corp. 


Chas. Petot, three Spalding Kroflite woods, donated 
by S. M. Patterson. 

A. R. Race, leather bag, donated by Jellerson-Rafter 
Co. 


R. Livingston, leather bag, donated by Ault-William- 
son Shoe Co. 

C. Longini, silver and leather combination 
donated by Field & Flint Co. 

H. E. Hassell, Sterling silver smoking set, donated 
by Boot AND SHOE RECORDER. 

O. Bergquist, Sterling silver flower dish, donated by 
W. J. Fallon Leather Co. 

P. R. Barry, waffle iron, donated by M. A. Packard 
Co. 

S. Cushing, Sterling silver cigarette case and lighter, 
donated by Bebbs and Cobb. 

Bill Kennedy, clock and barometer set, donated by 
Doyle Shoe Co. 

Ed. Rice, leather bag, donated by Edwin Clapp & Son. 
— Kohn, banjo clock, donated by Geo. E. Keith 
0. 

H. M. Reinhard, Sterling silver nut set, donated by 
Collela & Leighton Shoe Co. 

H. E. Nay, Sterling carafe, donated by Wind Sole 


flask, 
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M. Safford, Sterling water pitcher, donated by Ohio 
Leather Co. . 

Louis Ostrov, Sterling water pitcher, donated by Shoe 
and Leather Reporter. 


L. M. Smith, Sterling platter, donated by Common- 
wealth Shoe & Leather Co. 


RETAILER’S DIVISION 
(Net Prize Winners) 

A. H. Geuting, president’s trophy, donated by Charles 
T. Heald. 

L. Hammand, eight irons, donated by A. J. Sweet Co. 

W. B. Hargrave, four piece pewter tea service, 
donated by Milford Shoe Co. 

A. L. Morse, ship clock, donated by Stetson Shoe Co. 

R. Weiler, Zipper roll bag, donated by National Shoe 
Travelers’ Association. 

Geo. Geuting, Elgin desk set, donated by Munroe 
Shoe Co. 

Frank P. Smith, Onyx double desk set, donated by 
The Shoe Retailer. 

F. A. Brown, Sterling silver fruit bowl, donated by 
E. T. Wright Co. 

R. H. Hamilton, Sterling silver fruit bowl, donated by 
Thomas G. Plant Co. 

S. K. Hendler, desk 
Walker Co. 

J. L. MeNair, electric clock, donated by Conrad Shoe 
Co. 

H. Leiopold, Sterling serving tray, donated by Jos. L. 
Corcoran Shoe Co. 

L. B. Keane, Zipper roll bag (calf), donated by 
Watson Shoe Co. 

W. Ikler, brush and comb set, donated by Richards & 
Brennan Co. 

M. D. Emerson, silver bow! and leather slippers. 
donated by L. B. Evans Sons. 

John Conley, Pewter water pitcher, donated by Bur- 
dett shoe Co. 


clock, donated by Bancroft 


C. Falk, tree and well platter, donated by Emerson 
Shoe Co. 
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Getting More Shoes Sold Right 





Filling the Hollow 


presen most circumstances the first step needful 
in improving a bad road is to fill up the low spots 
The rest of the road will take care of itself. In most 
lines of business this rule will apply with force and 
effect, in the way of extra effort towards bridging over 
“dull seasons” or abolishing them entirely. 

It is not a good idea to settle down and say to your- 
self : “Now, I know this month is going to be dull! The 
tendency will be to accentuate the dullness by your own 
letting down in lack of vim and energy. If you can 
make up your mind that you are going to accept the dull 
month without protest or fight, you are liable to make 
it even duller than it would have been otherwise. 


Instead of accepting a dull month as a necessity, it 
would help the year’s average to buck against the 
dullness all the harder. If your sales sheets inform 
you-that any month in the year falls much below the 
average in totals, see what you can do to push the 
sales of accessories or novelties, or any one of the ex- 
pansible items of stock. 


Among the steadiest and best performers we know in 
the retail shoe trade are those stores which, instead of 
lying down in July or January, increase their advertis- 
ing and put forth strong special efforts to push sales. 
They fill up this semi-annual hollow, which corresponds 
closely to what the farmers call a bad “chuckhole,” or a 
“slough” in the highway. 

All ideals of efficiency are based upo: steady, regular 
performance. The ideal, of course, is never wholly 
reached. It wouldn’t be ideal if it was, but an actuality. 





3ut it pays always to work in the direction of a good 


principle; and in general, it pays to advertise in what | 


many firms consider the dull season. This applies to any 
line of business and any branch of any line. 


“*Plus’’ Business Needed 


ELLING must be measured with human wants in 
mind. Some of the great organizations that have 
expanded, plants and machinery for the creation of 
goods, have now reached the point where the making 
exceeds the selling and the warehouse gets the surplus. 
There is an arithmetic of production that is very 
definite. It is’ possible to put thousands of pairs of 
shoes into the mill every day, with a knowledge that the 
system of production will have the goods in the shape of 
finished footwear so many days hence. But if the goods 
do not move any further, what then? 

Not so with the consumption division of the trace. 
Human beings can not be dealt with in the same way 
that physical material can be. With human beings you 
get buying action in time and in sequence. A few peoyle 
see that the merchant has a new shoe and soon mure 
people want that shoe and little by little it effects a 
large part of the population.. The action does not come 
simultaneously, for the small group must grow to the 
larger group, the larger group to a still larger group 
for the spread is always outward. 

Therefore, if the merchant and everybody else in the 
trade can increase this outward interest in footwear of 
a type and character at the time when the public wants 
that sort of footwear, then the industry gets a bigver 
volume of sales. 

The public always needs a certain number of shoes— 
let us say three pairs per person per year. In doing t 
volume of business there is comparatively no profit jor 
industry as a whole. It simply runs its mills, operates 
its stores and breaks even without profit. It is the plus 
business that really counts. All the forces of industry 
should work to increase the public’s appreciation of more 
shoes. We need a plus Fall, and need to advertise, 
publicize and energize every force helpful to the sal: 
more shoes at retail. 


Keep Records 


UCH of the success of shoe stores today 1s 

obtained by the better use of brains in the office. 
It is universally acknowledged that there must be brains 
in buying, personality plus in selling—but too often we 
don’t give enough credit to the work done in the back 
office. 

In looking over a recent study of the shoe stores, every 
store showing an increase in business was found to be 
most watchful of inventory and expense, and was |)I- 
ticularly good in keeping buying and selling records 
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An analysis was made of a large group of indepen- 


dent stores, which revealed the following: 

Kighty-one per cent had no inventory control. 

lifty-one per cent kept no record of customers. 

‘Twenty-eight per cent had no detailed expense account. 

|‘ighty-four per cent had no size record of any kind. 

lifty-seven per cent did not use sales slips. 

lt is not a very pleasant picture of independently 
maintained businesses, for these stores are placing them- 
selves right in position for a quick use of the “elimina- 
tor.” 

-There is a back-country saying that “some businesses 
don’t go fast enough to fail.” That’s a subtle way of 
saying, “some businesses exist in spite of themselves,” 
but it is an existence which shows no profit, and only a 
scant living for the effort wasted. 

[f chain store sales are increasing and well organ- 
ized and systematized independent stores are showing 
the best profits of all, then it is high time for every mer- 
chant everywhere to “‘get on to” the necessity of a record 
control of his business. 

The old spindle method of keeping bills and the hit 
or miss method of paying them only when pressure is 
brought to bear, is more like doing business by the ox 
cart methods of 1840 rather than the airplane methods 
of 1929. 

It is time that every man saw his business in record 
form—not monthly, but weekly and daily, so that every 
move is made down the path of profit and prestige. 
Then he will know where 
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_ The Power of Ideas 


USINESS today is a struggle for existence. You 
can’t hope to succeed unless you are right in line 
with the best that the world is doing and thinking. Any 
man who says, “This is good enough. Let her go. 
Who cares?” is putting the skids under his business. 

The business paper, particularly the Boor anp SHOE 
RECORDER, is pumping power into the business of every 
subscriber—the power of an idea, the power of a line 
of shoes, that will make him a profit. 

When your business paper comes, open it before you 
do any other mail. It is more vital to you. It means 
more. Take the wrapper off at once and read it from 
cover to cover—advertisements and all—for in the ad- 
vertisements of business papers you will also find much 
concentrated wisdom. 

Out of every issue of the Boor anp SHOE REcoRDER 
you should get at least one big idea, and this you should 
make a note of. Write it out briefly, and file it in a 
calendar book or cabinet so that you can put your hands 
on it when you need it. Put a “time ahead” mark on it. 

An idea of a good merchant tried and tested in a 
store thousands of miles away, is just as good and per- 
haps better in its application in your store. If it is an 
idea from a little store, expand it to the size of your 
business, and if it is an idea from a big store, con- 
dense it and amend it to the needs of your business. 

A business paper rep- 


resents the spirit of “all 





he’s going. 


The Thought of the Week 


together’—all of the 


July Sales 


NCE again the so- 
called seasonal 
Clearance Sales” 
are with us. Last week 
we printed an article 
pointing out the neces- 
sity, or rather the advis- 
ability. of July sales in 

order to clear out the 
odds and ends of the 

spring stock. But look- 
ing over the advertise- 
nents of July clearance 
sales throughout the 
country it is apparent 
that merchants are cut- 
ting prices, and cutting 


“July 


them deeply on such 
things as white shoes, 
Summer sandals and 
other seasonable  foot- 


wear. Why cut prices on 
Summer goods in July 
when Summer starts? 


“Efficient distribution is many-sided,” says 
Robert F. Elder of the Brown Company. 
“Production must not be beyond the capacity 
of the market to consume at a price profit- 
able to the producer. If the market is 
glutted, there is always a panic of high pres- 
sure selling, which never pays its own way. 

“An open mind for new methods and new 
channels of distribution, tempered with a 
plentiful supply of that oldest and rarest 
ingredient of business, sound common sense, 
will complete the equipment of an executive 
who can sleep nights.” 

* * * 

There is a real thought for the week. Per- 
haps the shoe industry is learning the lesson of 
holding production in line with the pace of 
consumption. Ours is one of the few industries 
in America that did not over-expand in produc- 
tion the first six months of 1929. If we can 
stimulate the distribution of shoes per person 
in the next six months, we can look for a bal- 
anced year, showing a measure of profit to 
everyone. 


fond” Y 6 ee a, 


President. 











time. Cooperation wins. 
When you read and 
absorb your business 
paper, you _ cooperate 


with the ideas which help 
Part of 
the current coin in your 


your business. 


mental bank is the hint, 
suggestion and direction 
that you get out of the 
RECORDER. 

The heat of mid-sum- 
mer isn’t provocative of 
thought, but with a little 
effort the brain can be 
whipped up to function. 
In the summer months, 
when business naturally 
lets down a bit, there is 
more time for putting 
new thought into your 
business, and nothing is 
so stimulative of thought 
as the ideas gleaned from 


your trade paper. 
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UDGING by the display of 100 or more Fall cos- 
tumes for women shown at the Fall Fashion Show 
of the Garment Retailers of America ranging from 
boudoir pajamas and negligees through sports, storm 
ensembles, formal and informal day and evening wear, 
shoes are to play a major although somewhat subdued 
part in the Autumn costume scene. The costume dis- 
played were supplied by 
leading wholesale and re- 
tail houses in New York. 
The shoes were supplied by 
Henning. 
From the shoe standpoint 




























the Fashion Show gave 
unmistakable evidence of 
two or three points that 
must be given serious 
consideration for the 
Fall season. The show 
was prolific in the dis- 
play of soft drapy fabrics 
. for both day and eve- 
ning wear. Outdoor coats were generally of dull nap 
materials and in the afternoon and even frocks there 
was a extremely generous use of velvets. Because of 
this the shoes selected to harmonize with these costumes 
were largely of suede or suede and kid combinations. 
There was a sprinkling.of reptile shoes principally in 
lizard and these were mainly combination shoes in which 
lizard was used as an accent on patent leather, kid or 
calf. 
As was to be expected, the brown tones led all others, 
with blue running second, followed by a sprinkling of 
greens and reds. Suede accounted for fully 80 per cent 
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Dull -Materials Lead 


In Garment Retailers of America’s Full Fashion Show J 
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of the shoes shown {ol- 
lowed by patent leather 
In patterns the plain 
pump easily outdis 
tanced all others. (in 
a few of the pumps 
there were buckles or 
contrasting collars with 
which to relieve 
severity of line of, the 
plain pump pattern 

There was a notice- 
able absence of built-up leather heel shoes of the walk- 
ing type even with the large number of tailored suits 
that were shown; in fact several of the dark gray o1 
brown tweed suits carried with them plain pumps or 
strap shoes of suede with covered heels around 16 and 
17/8 in height. 

Wherever possible shoes were chosen to exactly matcli 
the costume in color. This was noticeably true where 
the new green and red costumes were shown. In other 
cases black suede was chosen as a proper shoe to com- 
plement dark red on green costumes trimmed with black 
Several black satin frocks were shown on the runway 
and with some of these plain dull matt kid pumps were 
worn. 

Aside from the strip pump, patterns ran largely to 
open shank strap models, a few T straps and a icw 
oxford types. One oxford pattern in particular stvod 
out above the rest, being fashioned of two tones of 
brown kid and closing with a. side instead of a front 
lacing. Only one tweed and calf combination oxford 
was shown on the runway. 

In evening shoes, there was the widest possibl< 
versity of color and material. Here again, plain strip 
pump predominated. Many of these pumps were of silk 
crepe dyed to match the costume, although here «nd 
there the shoes carried a color contrasted quite sharply 
with that of the costume. For instance, one of the s'rik- 
ing evening ensembles was of black and white and with 
this was worn a light open shanked strap slipper of 
brilliant red crepe. 


the 
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| WHAT WOMEN WILL WEAR 
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has been bought to blend 


in with her costume. 












Black patent. daytime street shoe 
with a sharp lift of the strap line 
in opalescent kid, looking very 
much like gun metal for con- 
servative street wear 


SURVEY of the smartest footwear in the mid- 
summer markets is most timely for this issue. 


The “best bets” selected for fall selling show 

a great diversity of materials and a remarkable selec- 
tion of trimming materials to individualize new footwear. 
The most important thing on daytime shoes is the 
suitability in adapting patterns and leathers for the occa- 
The street shoe must have a certain durable ap- 
; also the proper 


sion, 
pearance, and an amount of swagger 
height of heel for walking. 

The shoe shown on the left above is styled in black 
patent with a trim of opalescent kid, 
14/8 heel and tailored buckle. This 
is a volume street type. The other 
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Dull kid skin with inlays of lizard 
on the collar, narrow piping of 
silver, silver and black buckle. 
For tailored or dressy wear 
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shoe on this page is in dull black kid, which is a very 
months. The 


popular leather for these in-between 


lizard inlay on the collar and the narrow silver piping 


and buckle are very well proportioned. This patter 
is adapted to any daytime occasion. 
Black is looked on as a 50 or 60 per cent propositior 


because of the fact that black satin will open the secaso1 


in volume as a dress material, followed by flat and [ros 
The new dress vogue of lace collars and cuffs 


crepes. 
will necessarily bring the dressy, tailored type shoes 
with the new Spanish Louis heel, into the volume market 

Pumps and one straps and dressy ox fords 


will be important in September wear. 
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Black suede pump with lizard 
trim. Diversity of material 
making it cither tailored or dressy 


HE daytime shoe for all purposes is a very im- 

portant number to consider. The term most 

generaly used is town wear, indicating smart 
dressing for a trip into the shopping district, or the 
beauty parlor. It has a fashion place in footwear for 
Fall. 

For the more ccnservative woman, this black patent 
slipper—fashioned one strap, is an important volume 
shoe. In the East, and also in the 
South, many women anticipate a 
certain comfort in the proportions 
and lines of this type shoe, relying 
on the fancy detail of the strap to 
complement the tailored mode. This 
shoe is of black patent leather with 
gunmetal and lizard trim. 
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Black patent with the low slipper 
line quarter, slender center strap 
with overlays of the luster leather 
and gun metal lizard. A con- 
servative town shoe 


The second shoe on this page shows a town pump for 
the more dressy type of costume. The overlays of 
lizard and the cutting costs on a shoe of this type, prices 
it as a shoe for the leisure class. Diversity of material 
and odd combinations of colors make this shoe either a 
conservative number or an occasional shoe. 

The combinations of leathers, such as suede and kid, 
suede and lizard, or the three-combination with lustre 
trims, are very important this season 
when carried out all in one tone, or in 
two and three tone combinations. Sharp 
town 


colorings are almost passé for 


wear. The off tones, blended, are an 
advance thought in shoe styling besides 
making a shoe that will harmonize with 


more costumes. 
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Brown suede with kid trims, 
punched hole and stitching, folded 
edges. A Wales oxford 
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White buck with chocolate smock- 
ing. Sharp wheeling line on welt 
gives unusual contour 
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O country on the face of the globe is so sport mode. As the season progresses into Fall, the brow 
WN coon as America and there are millions of suede and brown kid combination will be adopted by th 
women who attend the great sport events of the smart woman who frequents the paddock and golf links 
Fall who make it a point to dress to the occasion. The other shoe on this page sounds a very new not: 


on the field. plement for any color or any tone in the costume. Thi 
Every store next Fall would do well to emphasize sharp wheeling line on the welt gives the appearaiice oi 


mid-stason market indicates interest in the newer com- complements are an advance note for Fall. 

binations of pattern, as well as color. Smocking and lacings have been taken out of thi 
Despite the fact that the Wales oxford is being shown sports picture and placed in the street shoe, but for 

in every grade of shoe, and in all types and combina-_ spectator sports the thonged effects, especially whet 

tions, it is still of importance for the spectator sports hand made, have an unmistakable swagger. 


° 





Feminine interest in the football field is divided between in oxford lines. The white buck and chocolate combina- 
the spectator dress of the on-lookers and the activities tion will always be smart, because it is a perfect com 


spectator footwear. A selection of shoes made in the hugging the ground. And the unusual stitching and 










ta 


law 








\ 
pose 
stoc 

B 
able 
tour 
a ne 

\ 
The 
fere’ 
ness 
be t 
bina 








3, 1:29 § 











brown 
by the 


’ Jinks 


V note 


mbina- 
t com- 


The 


ce of 
and 


the 


when 











July 18, 1929 


BOOT AND SHOE RECORDER 











White buck with black lizard, 

Unusual rubber soled shoe, pro- 

portion being the imported fea- 
ture 


{TH tennis and all of the active sports con- 

tinuing right through the Fall, and this year 

more than ever before, there is a place and pur- 
pose for active sports footwear in every smart store’s 
stock. 

Because of the necessity of certain support and dur- 
able sole, the active sports shoe remains the same in con- 
tour, relying on saddle and punched hole effects to give 
anew thought in sports footwear. 

White and black is as popular as the brown and white. 
The proportions and the saddle effect being a little dif- 
ferent for black and white as black adds a note of heavi- 
ness. The color contrast is so great that airiness should 
be the first thought in footwear having this color com- 
bination. 





White and tan calf. Extra vamp 
trimming and clever counter 
cover back—rubber soled 





The lacings of the active sports shoe should really be 
studied. Very often the detail of a black lacing or a 
black white effect lift the 
ordinary class into one of distinction. 


and will shoe out of the 
Even the black 
tipping of a white lace is sometimes important as an 
accent. Again the black eyelet on the white buck, or the 
brown eyelet on the white buck, makes a subtle difference. 

The second shoe is a white and tan calf with an extra 
These strippings of narrow leather in 
contrasting shades with punched hole and serrated trim 


oftentimes add lightness and custom detail to the active 


vamp trimming. 


sport shoe. The other shoe shown on this page is white 
buck with black lizard ball strap wing tips, low stay and 
The 


heel foxing which shows a white slit underlaid. 
rubber sole is black. 
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Black suede with triple black kid 
overlays. This is a dressy after- 
noon type 


HE afternoon functions start with the Fall sea- 

son, and the advance selection of shoes by mer- 

chants for dressy wear, dominated the buying of 
the mid-summer markets. A little more liberty in pat- 
tern and design is desirable in afternoon footwear. The 
matter of buckle or strap control, tie or gore, is a 
matter of pattern preference. 

The lighter weight shoe construction dominates this 
field of footwear. The skill and good taste used in the 
combmation of different leathers and 
colors is important in the selections 
made by merchants. The way to buy 
these shoes is to look at them not as 
styles of today, but as to their salabili- 


N 


Combination of brown kid and 
brown reptile, with ribbon bow tie 
or with gore control 


* 
——-+A ame ee waar 





ty when the shoes come in in September. 

In the afternoon shoe, the combination of two 
three leathers is important. The folding of kid, the under- 
lays and overlays of pearlized leathers, the combinat 
of smooth and suede leathers and, oftentimes the a: 
of a third leather, such as reptile or patent, is show 


the new shoes for Fall. Ready-to-wear manufact 
are combining dress materials in this fashion, and it 
almost necessary to do so in footwear. 

The second shoe on this page is a com- 
bination of brown kid and brown reptile 
on the round toed last, 18/8 heel. ‘I hese 
instep bow ties have come into favor in 
the South, Southwest and on the 
fornia Coast. 
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Beige kid with trimmings of 
lustre and reptile in three-tone 


effect 





Beige crepe with chocolate and 

gold bullion braiding on slipper, 

showing a new feature in pump 
contours 


NEW thought came into styling in women’s ap- Attention is called to the lift of the quarter line, a new 
parel when somebody developed a line of occa- feature in pump contours, so important in bench-made 
sional dresses. The idea, as expressed, was the footwear. 
need for something smart and different to be worn For bridge, tea, early dinner and restaurant wear, this 
now and then, and not always. There is a time in every type of pattern is always in demand. It is strictly on 
girl’s life when she wants to dress her very best. This tailored lines, but the diversity of material and blend- 
is the time for the sale of what is call “occasional” ing of colors, may make this shoe suitable for any 
footwear. occasion. 

The place for a fabric shoe is also possible in every The coming Fall season is very favorable to the shoe 
smart store’s line for this extra sell- manufacturer. He may take almost 
ing number. any pattern and by the clever blending 

Beige crepe is being shown in all of odd tones, unusual leathers and 
the imports and has been adopted by LSS harmony of expression, make all types 
some of the smart retail shops in New of shoes which the occasion demands. 
England. It may be used for dressy Never was there such a public accept- 
afternoon, dinner or evening. 7 ance of style variety. 
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White crepe with one-piece over- 

lay of gold kid. Materials for eve- 

ning wear must be suitable for 
dyeing 





dresses, and certainly new footwear. Evening 
shoes are now sold the year round and every new 
thing is tried. There seems to be no limit to the possi- 
bilities of ornamentation in evening footwear. All the 
rich materials have a salability. Now we come into 
craftsmanship, as expressed in fancy pattern work. 
The glorified evening slipper is so important this sea- 
son, espetially because of the chiffon, taffeta and metal- 
lized cloth vogue for evening dresses. Color, material 
and pattern are of equal importance. 
Hand woven brocades, sequins in 
exquisite colorings and patterns, 


| dts, as a function time, brings in new 


° 

















White velvet with cherry red kid 
trimmings and buckle to har- 
monize 


over embroidered satins of pastel colorings, 
crepes and plain crepe shoes with overlaid patterns 
kid, are outstanding. 


The above evening slipper, seen at one of the smar 
shops, is made of white crepe to be dyed, with over! 


of gold kid. This kid is dinked out in one piece. T! 
is no seam in any part of the overlay. 

The other shoe is white velvet, piped in cherry. 
white velvet shoe has a rayonized pile which giv« 
the effect of an opalescent overcast. The patter: 

exquisite in its detail and is the art 
expression of symmetry, which m: 
it an outstarding evening shoe. 
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Atkins 
and his “Airway” shoe de- 
signed in an airplane on a 
journey from New York to 


Above—‘Tommy” 


Boston and Mr. Atkins, 

Harry Kenerson and Ed 

Taylor, pictured as they dis- 

embarked from the plane in 
Boston 


| , Y HERE do shoe patterns come from? The man 
who answers “out of the air,” is 100 per cent 
right, for shoe styles are now being dreamed 
out 1000 feet above terra firma, in the exhilarating and 
comfortable surroundings of an airplane. 

Which is by way of introducing the fact that “Tommy” 
Atkins of the United Shoe Pattern Company has taken 
to conceiving shoe patterns in an airplane while making 
a quick jump from New York to Boston. We show on 
this page two of the patterns so conceived. The 
“Airway,” is of course, a freak shoe, showing as it does, 
the Statue of Liberty, with a part of New York’s sky 
line back of her, reaching out to grasp Bunker Hill 
Monument, backed up with shoe factories. This par- 
ticular shoe was created to celebrate the Fourth of July 
and the Lynn Tercentenary. It was made up and pre- 
sented to the company running an air transportation line 
between New York and Boston. 

The other shoe has a more practical value. In fact, 
the pattern is one that has sold widely throughout the 
country. It was conceived by Mr. Atkins while flying 


from New York to Boston on one of his regular trips. 
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Hurtling Through Space Inspires Shoe 
Designs Made in Airplane: Shoes 
are Then -Made with Flying Speed 

and Shipped to Customers 









Another shoe, 
designed in the 
air, speedily 
made 
sampled to cus- 
tomers 


and 


by air- 
matl, “Patsy” 
Colella, Harry 
Tommy” Atkins and Ed Tay- 
lor inspect the shoe as worn by Mae 
Moran on the Lynn City Hall steps a few 
hours after Mr. Atkins drew the pattern 
in the air 





Kenerson, “ 


He was accompanied by Harry Kenerson of the United 
Shoe Pattern Company and “Ed” Taylor of McNichol, 
Taylor, Inc. 

The drawings were distributed among shoe manu- 
facturers shortly after the plane landed. So it became 
possible for shoe manufacturers of Lynn to make pull 
over samples of the drawings during the afternoon, 
and put them on the niglit airplane mail for distribu- 
tion to buyers in New York, Chicago, St. Louis, and 
even cities of the West Coast. 


SAMPLE of the shoe shown, was put on the early 
afternoon air mail from Boston to New York, was 
delivered in the Bedell store, and an order telephoned 
from the Bedell store, was received at the Calella & 
Leighton factory in Lynn at 5.30 in the afternoon, or 
within less than 30 hours after “Tommy” Atkins started 
to draw the design while traveling in a plane, 1000 feet 
in the air, between Boston and New York. 
Another sample, sent by air mail, to Carson, Pirie 
Scott & Co., Chicago, was due to arrive there 50 hours 
after “Tommy” Atkins started to draw the style. 


[TURN TO PAGE 72 PLEASE] 
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The salesman who stepped forward to greet the arriving 
customer, a young girl, noted the questioning, doubtful, dis- 
trustful look upon her face. She wanted to look at slippers 
for high school graduation. She had evidently heard talk 
among her friends, or perhaps she had been coached by a 
mother who was not at all sure of her daughter’s ability 
to make such an important purchase alone. It was clear 
that the girl intended to act with caution and to delay buying 
until she was sure she had found a shoe that was absolutely 


right. 


* % * 


Salesman—( Bringing a half dozen styles from the 
stock shelving and presenting them for examination. ) 
Here are some styles we think are among the prettiest 
of the season, You see there is a big variety. (He 
hands her first a white kid slipper with a one and one- 
eighth inch heel.) 

Customer—Mother wanted me to come here and see 
what you could show me to wear at my commencement. 
But some friends told me you are dreadfully old- 
fashioned and would try to sell me low-heeled shoes. 
Who in the world wants an old lady’s heel like that? 

Salesman—To all the girls who come here for gradua- 
tion slippers we show this type of heel; not, I think, 
because we are old-fashioned in our ideas, but because 
many modern misses prefer heels of this height, often 
in combination with moderately rounding toes. 

We have slippers with all shapes and all heights of 
heels, and we shall be glad to have you choose the sort 
you prefer. (Holding up other styles so she can see 
the heels.) Here are several kinds—low heels, higher 
straight heels, heels with Spanish or French lines, spike 
heels—any kind you want. 


Customer—But this is a white slipper. All the 
say that white is out this year. It just can’t lx 
fashion, can it, now? 

Salesman—Yes. It is correct fashion, but not e 


sively correct. White kid makes up into very beautii 


slippers which are always correct for such formal o 
sions, but other things are equally fashionable. 
girls think that nothing is quite so attractive as a p 
slipper in patent, such as this one. And they con 
also, the good service they are likely to get out 

afterward. 

Customer—I don’t like patent leather, but I su 
you will urge me to buy it whether I like it or not. 
you mean to say that I’ve got to take either whi! 
patent, or be out of fashion? 

Salesman—No indeed! White, patent and 
colors are being shown to girls at Vassar and Well 
who are selecting commencement slippers. All are 
rect. It is merely a question of which you thi: 
prettiest to wear with the frock yéu have selecte« 

Customer—Some of these are strap patterns. 
strap patterns out of date? It seems as though I’ 
ways seen strap patterns. But on the other hand, 
out straps how am I going to be sure that my sli 
will stay on all right? 

Salesman—Here again you have many things 
which to choose—slippers with straps, novelty ties 
much openwork, tongue pumps with or wthout bu 
or ornaments, opera patterns with low-cut vamps. 
out the design that suits your taste. 


Customer—This delicate brownish shade is pretty 
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>| Cautious 
Skeptical 
Suspicious 
US TOMER 


But just feel of that leather! 
It's thin and flimsy, isn’t it? 
It must be poor grade. 
Salesman—Let me show you 
another pair or two, for the 
sake of comparison. (Brings 
two or three other slippers in 
light shades.) The slipper we 
are talking about is priced at 
ten-fifty. Here is another at 


If you haven't already done so, dig out your 


By O. K. JOHNSON 


back copies of the Boot AND SHOE RECORDER 


and 


The 
The 
The 
The 
The 


The 


read the following articles by the same 
author: 


Customer Who Knows It All...... March 9 
Customer Who Wants Advice.....March 16 
ec ce abe min we March 30 
Fussy, Critical, Cranky Customer..May 4 
Diffident, Reserved, Sensitive Cus- 
EEE Ee 
Careless, Impetuous, Hair-Trigger 
Customer 


The Slow, Deliberate Customer........June 8 


or one that is short and wide. 
But 
put on each customer a last of 


I am anxious that I shall 


the right shape in the size and 
width that are right for her par- 
ticular foot. (He now explains 
the fitting quality of the slip- 
per he has placed on her foot. ) 

Customer—I don’t know 
whether I ought to 


much for a pair of slippers. A 


pay so 


twelve-fifty and two others at 
fifteen-fifty. Feel of them. 
You see they are very similar 
in weight and thickness of leather to the first pair. They 
are extremely fine slippers, with scarcely enough differ- 
ence in the character of the leathers to be distinguished 
by anyone but a leather man. They are surprisingly 
substantial for such light-weight dress footwear. 
Heavier leather would not be suitable in this type of 
footwear. 


Customer—(After salesman has placed the light 
brown slipper on her foot.) Yes, it does feel all right. 
But to look at it I don’t think it is a good 
fit. Why do you put such a long one on 
my foot? My foot is certainly not so 
long as that. I don’t believe shoe sales- 
men always give folks the sizes they 
ought to wear. The store across the 
street told my friend that they believe in 
fitting shoes shorter and broader; but 
everybody says your store always wants 
to fit them long and narrow. I don’t 
know how I am going to tell whether this 
pair actually fits me or not. 

Salesman—The rumor that we fit shoes 
long and narrow is hardly accurate and 
just, in my opinion. I am sincere when 
I say that I do not care whether I fit a 
foot with a shoe that is long and narrow 


The Impatient, Insulting Customer 


July 6 ne iss. 
friend of mine got a handsome 


° pair for eight-fifty at another 
store. Perhaps that would be as much as I'd need to 


spend. 


Before you decide 
I want you to see another pair or two. (Returns after 
a brief trip to the stock shelving.) Here they are. We 
sell these slippers at eight-fifty. No other store can 
undersell us in worthwhile footwear in any grade. To 


Salesman—Excuse me a moment, 


anyone I’d assert that these are good slippers at the price. 

But I’d never claim they are as good value as those I’ve 

been showing you, for which we have to 

get two dollars more a pair. There is a 

value in these ten-fifty slippers that you 

cannot obtain at a less price. (Here he 
explains the comparative values. ) 

The attitude and manner of the sales- 

man have pleased and reassured the young 

customer, and his frank and honest ex- 


planations of the objections she has raised 


has earned her confidence. The sale 
thereafter proceeds successfully to its 


close. 


The Store’s Educational 
Director Says: 
A customer of this type is everywhere 
on the defensive. The attitude of the 


[TURN TO PAGE 72, PLEASE]! 
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Attention! 
Shoe Retazlers 


Want bigger profits? 
You owe it to yourself to 








READ WHAT the “Flying 
Fools” will do for you 6 


. Increase turnover by moving your stocks 
faster. 

. Assure community leadership by establish- 
ing your reputation and by giving you a 
fine line of shoes. 

. Multiply sales and profits by wee in 
new customers without increasing selling 
costs. 

. Create outside sales that might otherwise 
be lost. 

. Add a sales force without cost by making 
salesmen of all the boys in your neighbor- 
hood. 

. Increase your entire business because your 
women’s and children’s lines will natur- 
ally increase, too. : 

. Attract new customers through your boy- 
salesmen. 

. Defeat price-cutting competition by mak- 
ing your old and new customers perma- 
nent buyers who will not be attracted by 
competitors’ inducements. 

. Create vo agregar cngred by providing 
amusement and sales training for boys 
that parents appreciate. 

. Furnish a continuous sales program be- 
cause more and more boys will join the 
"Flying Fools” as the news of this organi- 
zation spreads. 























The Holland Line and the Secret Order of Flying Fools 
form a formidable combination. Get full details of both 
the line and the plan. See for yourself how easily you 
can establish yourself as the outstanding shoe store 
of your community. Send for complete information, 
without obligation, right now while you think of it! 

















°. The Secret Order of Fly- 
Read this ing Fools is the mnt 
and most successful merchandising plan ever 
offered shoe retailers. Boys by the thousands 
are coming to Holland retailers and j>ining 
in order to win actual model airplanes by act- 
ing as the Holland retailers’ outside salesmen. 


Never before in all shoe retailing history has 
there been such a plan. It lifts you above 
competition and price-cutting. It brings in 
more business without increasing selling 
costs. It makes your profits roll up and your 
turn-over faster than you dream possible. 


* . In addition to this 
Then read this amazing merchan- 
dising plan, the retailer who sells the Holland 
line sells the finest line of men’s and boys’ 
shoes in America. Priced right and made of 
the finest leathers obtainable, Holland shoes 
have for years been regarded as the quality 
leaders of the shoe world. Every shoe is 
practically custom-built. With exclusive foot- 
fitting features which have made Holland 
Shoes stand out pre-eminent in comfort 


—style—quality. 


HOLLAND SHOE COMPANY 
HOLLAND, MICHIGAN 


New York Representative, 





Los Angeles Representative, 





T. J. Conway, E. Casey Jones, 

609 Marbridge Bldg., c/o Hayward Hotel 

New York City, N. Y. Los Angeles, Calif. 
7 HOLLAN 
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(BUY iw tHe NEW) 


Women’s Sport Oxfords—In Stock 


Goodyear 
Welts 






DU 





Miles L. Bleeck 


Business Sensin 


































NE of the most successful and outstanding personalitigi[nd exp 

a in the shoe industry in New York is Miles L. |ileecke-Mith the 

president and founder of the Bleecker Shoe (o., Incmpis whol 

— ca 138-140 Duane Street, New York City. His success |ias heefmmo into | 

Ne, 204 White | Ee. black cat se - 206A! White Elk. ‘sad- that of the typical American boy who, patterning his climb oqmpouse in 
Ne. 7253—Beige Kip: Russia tip. yu ib eae eee the style of  Horatymptreet. 
saddle and foxing............. 3.50 Ne. 7260—Smoked Elk, Russia Alger’s heroes ~an arried 


saddle 


usual gauntlet 
and tribulation 
achieving his ; 
status. 

Like so many « 
cessful men of 
he gained his { 
mercial experie: 
ing newspapers, 
that his shoe « 
started by wor 
various retailers 
his duties was 


oves u 


J. WEISS SHOE CO., Inc. 


137 Duane Street 








fter sti 
many int 
stic desi 





\merica 
st com: 
e sell, 
nd afte 
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ing for 
Among 
that oj 






n cold N 







rent sto! 





breaking in new shoefmn place 

REG. U.S. PAT. OFFICE . because in the ifcmmrepresent: 
FOR section in whi with the 
1930 worked worn Philadelp 
ried a_ great n selecti 


ARE READY FOR INSPECTION 


value than new 












i iia MILES L. BLEECKER 10€s, een eye 
t will be to your advantage to anticipate your Spring requirements i i arking " se au 
from the many distinctive and beautiful woven effects. During his cler! 5 days hese qu 

he had the good fortune to come under the inspiring directionmoday Mr 


Insist on the genuine which is registered for 
your protection and exclusive selling. 


GOLO SLIPPER COMPANY 129 Duane Street 


sts of th 
d grouy 
bf the ret 


of David Hirschberg, i merchandise shoe mai 
L. Bamberger & Co., Newark, N. J. Having becon 
standing retail salesman, he decided to throw his e1 


iger of 
an out- 
thusiasm 

























HT SHOES AT THE RIGHT PRICES! 


GOLDEN JUBILEE SPECIAL NG RIG 
7, In Stock 








HIt 








GOODYEAR 





















WELTS . Ne. 271 
15/8 
No. 276 
kid tr 
No, 272 
: EEE SS <2 No. 27% 
ia . kid tr 
ALL SHOES FRENCH CORDED Ne. 274 
—-Misses’ Tan Calf. Snake trimmed iz ys ci va ‘ uf 20/8 . No. 27 
oxford ; all solid leather construction ; 585-—Misses’ Full Chrome Patent Leather, “Soon 21/8 Spike — deao— Same, with a8 Bat ike ish H 
ax. od outer, soles $2.25; Growing Black Snake trimmed Sandal; all solid eee Seme with 15/8 Baby Spike SAME IN MARRON KID 
s— ren’ s— ame : . 49—Same with Cult Heel. 4229—20/8 Spik 
in black calf. Also Full Chrome patent leather construction; ok bend outer SAME IN ALL TAN. LIZARD. 4230—15/8 ar Spike 
leather. soles—$2.25; Children’s—$2.00. 844—High os Baby 846—Cuban. SAME IN BLACK LIZAR ALF 
SAME IN ALL PATENT 4231—20/8 Spike. 






841—High 842—Baby 843—Cu 4232—15/8 Baby Spike 


POWELL & CAMPESL.. LEVEY BROTHERS SHOE CO. », .0¢!f:ncet 


122 Duane Street Established 1879 






















Over 100 Styles of Newest Novelties Now Ready! 


WOMEN’S EARLY FALL NOVELTIES 
To Retail at $2.95 and $3.95 > Y 








RUTH 
Patent Chrome, Black Lizard Trim, 
$2.15; Gunmetal Calf, Black Lizard 
Trim, $2.15; Midnight Blue Kid, Blue 
Lizard Trim, $2.20; Skinners 5004 Black 
Satin, Black Ooze Calf Trim, $2.15; 
ree Ooze Calf, Brown Lizard Trim, 
2. 

















Black Ooze Calf, Black Lizard — 1605—Bla 

Trim, $2.25; Brown Lizard Calf Vamp, Brown Suede Calf Quarter, $2.25: Black with gun 

— Lizard Calf Vamp, Black Suede Calf Quarter, $2.25 in black 

Merchants from coast to coast are buying this line of fast selling ladies’ Carried on 19/8 Spike, 14/8 Cuban and Baby Heels brown sue 
novelties realizing that they are the greatest values in America. Medium Short Vamp C Wide only 1 pov 
ue 





B. FRIEDMAN SHOE CO., Inc. 


108 READE STREET EST ABLISHE) 


DRYZER & ROSENBERG, Inc. 


131 Duane Street “Shoes under Market Prices” 





1880 


















1929 
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His early slogan of ‘ 


eecker line. 


iinet 
* 


Pana No 


Built Successful 
ferchants’ 


nce into the wholesale line and became associated 
After giving them 
arted service for a number of years, he decided to 
iness for himself and opened a one-room wholesale 
loft at the corner of West Broadway and Reade 
‘Watch Us Grow” 
as his increasing business necessitated several 
the Bleecker Shoe Company occupies ex- 
large double building five stories in height. 


Wm. Neely a 


bf the retail shoe industry. 


No. 271—Black dull 
15/8 Spanish Heel 


No, 270—As 27 
kid trim, 


No. 272—As No. 27 


No. 


No. 273—Brown kid 


ish Heel 





kid, 


center 


1, Patent and 


15/8 Spanish Heel....... 
0, 19/8 Spanish Heel 


and gold silk 


kid trim, 19/8 Spanish Heel $4.75 
No, 274—-As No. 273, 


in 15/8 Span- 
$4.75 


AK 


SUANE ST 
144 DO ITSNE 
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wv" 


wd 


il 


Needs 


nd Sons. 











buckle. 


Kaffor 
$4.60 


Aa Air preety ia 
M Af lin as 


has been amply 


ing his own business his early activities produced 
sting anecdotes which served to show his enthusi- 
for work, as well as his cleverness and originality. 
ther he wore a huge overcoat which was completely 
sockets and in each pocket he had a sample which 
1 to show practically his complete assortment of 
hoes without anyone really knowing that he had samples with 
im. This method served him in good purpose in gaining ad- 
suyers’ offices, as well as the selling floors of depart- 


this lone salesman there are now close to thirty 
ves covering the most important cities in America 
There are operating offices in Boston, 
Pittsburgh and Detroit. 


his merchandise, Mr. Bleecker has always had a 
style and a sense of the needs of his customers. 
hese qualities have been developed to such an extent that 
day Mr. Bleecker is considered one of the outstanding styl- 
sts of the novelty shoe distributors in America, and the stores 
nd groups of stores that he serves represent the “Who’s Who” 


HIGH GRADE TURNS—IN STOCK 


BRELORP 


RK 


670 Tan Lotus Leather Sole Stitchdown No Heel ........ 5 -8 
571 Tan Lotus Leather Sole Stitchdown Rubber Heel ..... 8%-11 
572 Tan Lotus Leather Sole Stitchdown Rubber Heel ..... 11%- 2 
670 Smoke Elk Oak No Soak Sole Stitchdown No Heel .... 5 - 8 
671 Smoke Elk Oak No Soak Sole Stitchdown Rubber Heel , 8%-11 
672 Smoke Elk Oak No Soak Sole Stitchdown Rubber Heel .11%- 2 
770 Tan Lotus Crepe Sole Stitchdown No Heel ..........- 5 -8 
771 Tan Lotus Crepe Sole Stitchdown Rubber Heel ....... 8-11 
772 Tan Lotus Crepe Sole Stitchdown Rubber Heel ....... 11%-12 
660 Patent Full Lined Retan Sole Stitchdown No Heel .... 5 8 
661 Patent Full Lined Retan Sole Stitchdown Rubber Heel. 84-11 
662 Patent Full Lined Retan Sole Stitchdown Rubber Heel.11%- 2 


ET 










agulanl-enlanlanl onl an eS 
ADwWeKonmHoHonw 
aSkaasiouase 


BLOG SHOE CO., Inc., 147 Duane Street 





WOMEN’S GOLF & SPORT OXFORDS 


Duplex Soles—Low Heels 





PRINCE OF WALES 
Goodyear Welts 
-C-D 


5368—White Elk 
5370—Tan Elk 


SPECIAL PRICE | 
$3.15 | 
5%—10 days 


536 





— FIVE 


| 5366—White, 


Black 


CONCORD SHOE CO., Inc. 


116 DUANE STREET, N. Y. 





EYELET SPORT 
Goodyear Welts 
B-C-D 
5—All White Calf 


Trim 








SEE OUR NEW FALL LINE 


pr COPLA Ny r 


ARCH# 


aot mann 


FsAIRL 


A SCIENTIFIC SHOE 
SNAPPY PATTERNS—NEWEST FABRICS 


Goodyear Welts—To Retail at $5- 
IN STOCK 


159 Duane Street 









co. 






$6—$7 


B to EEE 





New York 








1605—Black patent 


perforated 





oxford 


with gun metal patent trimming, also 
in black suede with gun metal trimming; 


iid suede 
, brown lizard trim 
dark blue kid 


HIGH AND CUBAN HEELS, C WIDE................+:- 


tan kid trimming; maroon 


ming; all over 


IN STOCK—FOR IMMEDIATE DELIVERY 


1615—Brown lizard 
brown kid trimming; 
patent, black patent 
patent, gun metal 
suede, brown kid 
suede, gun metal 










two eyelet tie, 
also gun metal 
trimming; black 
trimming; brown 
trimming; black 


patent trimming. 
PRICE, $2.25 


BLEECKER SHOE CO., Inc. 138-140 Duane Street 











“FOLLIES” 


Oxford Balloon toe 





IN STOCK — RIGHT NOW! 


TWO SEASONABLE 











last, 22/8 spike heel, Kaffor “2 
kid, Gunmetal sik kid, blue $4.00  ,, 
kid, and Patent ~ ed trimmed A-B-C Widths Tan 


with fox te match 





“SUSIE” Oxford 
Musliner’s 
Gr 


_Duane_Shoe ©mpany, 


143 DUANE STREET 





Java Lizard 
ey Blue 
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fr? UGH pavements, escalators, 
stairways, pullman steps, etc., 
are danger spots to slender wood heels 
attached with ordinary attaching 


nails. Safeguard your customers by 
using Alpha Wood Heel Screws. 


Their exceptional holding power 
sets the heels true and rigid, keeping 
them in exact position—gripped to 
the heel seat. Heels attached with 
Alpha Wood Heel Screws cannot 
become loosened or lost. 


























Farsighted retailers 
forestall vain regrets 
by insisting on the 
use of Alpha Wood 
Heel Screws by the 
manufacturer. An 
important little detail 
that will safeguard 
your customer and 
help create good will 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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The Pack Flat Tree, il- 
lustrated here, can be 
pecked flat, making it 
convenient and desirable, 
especially for travelers. 


illus- 
so constructed 
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SHOK TREES 


VERYTHING that makes a 
customer more contented 

with his or her shoes causes con- 
tentment with your way of doing 


business. 


The sweet profit of repeat business 
rests in such contentment! 


Experienced merchants have testi- 
fied repeatedly that the recommen- 
dation of shoe trees to customers is 


a sure-fire goodwill builder. 


Miller Trees appeal to a man or 
woman’s pride and thrift. The 
reasonable price of a pair of trees 
is a silent argument for their pur- 


chase. 


And in that price is an easy, extra 


profit. 


Our new catalog and 
price list are yours for 
the asking. 


O. A. MILLER 


TREEING MACHINE COMPANY 
BROCKTON, MASS. 
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UNDER U.% PATENT 


a 
=— 


he O’Donnell Shoe Corporation 


has acquired the right and license to manufacture and is. 
tribute “Propr-Bilt” shoes under the above patent in accord. 
ance with the methods of construction so set forth. 





By reason of this acquirement and the combining of the 
Pioneer Shoe Manufacturing Company of Kansas City with the 
O’Donnell Shoe Corporation, additional facilities are prov ‘ded 
to advance the making and servicing of “Propr-Bilt” s!i0es 
which will prove of great benefit to the trade. 


“Propr-Bilt” shoes for children are featured by leading de jart- 
ment stores and exclusive shoe stores as a high grade line of 
correct, scientifically designed and fitting footwear. The 
quality and reputation of “Propr-Bilt” shoes will be main- 
tained, to enhance their worth as trade builders and give them 
a distinction and appeal through foot health value. 


“Propr-Bilt” shoes offer the dealer every advantage—correct 
shoes for foot protection and development—feature shoe: that 
have special attraction—sold with a good profit margin—-hoes 
of highest quality to promote customer satisfaction—service to 
obtain largest turnover—a large stock carried for imme<liate 
shipment to dealers—a line to build children’s shoe business 
for profit. 


WARNING 


We have acquired patent number 1,701,839, issued February 12, 1929, to Dr. Rex L. 
Diveley and Dr. Frank D. Dickson. 
This patent covers the construction of infants’ scientifically designed and fitting shoes 


heretofore sold by the Pioneer Shoe Manufacturing Company of Kansas City, Missouri, 
under the name PROPR-BILT. 








Under the law any manufacturer making or distributing and any retail merchant sell- 
ing any shoe infringing this patent is liable for injunction and damages and any such 
infringer will be promptly and vigorously prosecuted. 


Address All Communications 


ie ie os Concerning Propr-Bilt Shoes to a > > 


O’Donnell Shoe Corporation, 
St. Paul, Minnesota 


O°DONNELL SHOE CORPORATICN 
ST. PAUL, MINNESOTA 
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Hide Duty Won't Help 


the Karmer 


Shoe -Manufacturers and ‘Packers So Testify at 
Tariff Hearing in Washington 


shoes and leather manufacturers is now before 
the Senate Sub-Committee on Sundries. A new 
ite: enters in the request for higher rates on leather 
lugezage and hand bags, as well as on other leather 


\: of the evidence on hides, leather, boots and 


goods. 
. Among the leaders who spoke for the shoe and leather 
industry are the following: 

Charles H. Jones of Boston, Mass., representing a 
group of New England shoe manufacturers, said that a 
duty on hides will not help the farmer. This is because, 
he said, when the animal is sold to the commission man 
or tie packer, the hide goes with it. Whether a high 
price is paid to the farmer for his stock depends upon 
the circumstances accompanying the sale, he ex- 
plained. 

Mr. Jones is chairman of 


lower prices than the packers do for their hides.” 

Prosperous manufacturers of shoes in the United 
States would be willing to forego tariff protection to 
escape a duty on hides, Milton S. Florsheim, of Chicago, 
told the committee. Where foreign calf-skin hides were 
used by his concern, Mr. Florsheim said, the prices paid 
for them were higher than those paid for the United 
States product. The witness said that in general the 
shoe business is prosperous. 


OHN E. WILDER, of Chicago, representing tanners 
and belt manufacturers, said his industry would 
suffer if a duty were placed on hides and none on leather. 
He asked for a rate of from 12% to 20 per cent on 

sole and belting leather. 
“Imports of sole leather,” he said, 
121 per cent in the last three 


‘ have increased 





the tariff committee of the 
New England Shoe and 
Leather Association. The 
factor of price resistance is 
important in the shoe busi- 
ness today, said the witness. 
If the tariff were placed on 
hides, the prices of all shoes 
would be raised from 50 
cents to $1, he continued. 

“In the case of shoes sell- 
ing at a fixed price familiar 
to the public, to raise these 
prices would be to start a 
revolution,” Mr. Jones 
asserted, 

R. P. Hazzard, of the 
Hazzard Shoe Company, 
Gardiner, Me., said that the 
proper relief of the farmer is Seen aes a 
to teach him to be efficient in . 
the preparation of his hides. 
“Farmers,” he said, “are 
careless in the preparation of 
hides, and for that reason get 


Post-Dispatch. 


The cartoon above is reproduced from the St. Louis 

It appeared under the caption— 

“Whose. Hide .Will Be Taken By the Tariff on 
Hides?” 


years.” For this reason, he 
urged protection. 

John R. Garside, 
manufacturer of 
shoes, 
showing 
ports of women’s shoes. He 
said his industry would not 
be adequately protected by 
the proposed rate of 20 per 
cent. 

A duty of 20 per cent ad 
valorem on goat and kid 
leather was suggested by C. 

C. Stout, of the John R. 
Evans Co. of Camden, N. J. 
This duty would enable the 
goat and kid leather manu- 
facturers to produce a larger 
quantity of goods and to re- 
duce their overhead, he de- 
clared. 

F. X. Wholley, of the Key- 
stone Reptile Leather Tan- 
ners, Inc., Philadelphia, sup- 
[TURN TO PAGE 72, PLEASE] 
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f ts a simple thing to do— 


but it means much 
to the customer 


and to YOU! 


Make each customer’s feet comfortable. That's 
the big secret of holding their trade on shoes. 
It can easily be done —even though most 
With this Arch Fitter Dr. Scholl’s Corrective Foot Appli- ; zs 

justed i people have arch weakness, which is the most 


ances may be adjusted in a moment for an exact fit or 
to increase the elevation as the condition of the foot im- 


proves. Repeating this service over a course of several prolific cause of dissatisfaction with shoes. 
weeks firmly cements the customer to the store. 
If all people having arch trouble had 
No form of arch support can be re- 
ed euan 0 silleve witheat being exactly the same degree of weakness in exactly 


individually FITTED or to correct : 
without being gradually ADJUSTED. the same spot, the means of relief could be 
built into a pair of shoes—but you'll have 


St to deal with conditions as they are. 
Op the Dr. Scholl’s Corrective Foot Appliances 

™ bring immediate relief through being accu- 
falling of the jp» 


rately fitted to the individual foot. They 




























effect correction through being ad- 
P o ;. ° ° 

justed a little at a time until the arch 
is eased back into its proper position. 


m Our Educational Department will 
+ —_ it teach your salespeople to render this 
‘ener service with dependable efficiency. 


374 Raise it THE SCHOLL MFG. CO., Inc. 
aS Higher Largest Makers of Foot Appliances in the World 
8 213 W. Schiller St., Chicago 
nd F , 62 W. 14th St., New -_, 112 Adelaide St., East, Toronto _ 1-4 Giltspur St. London, E. C. 
ys Raise 1t Branches in the leading cities of the world 


The 100,000,000 circulation of 
Dr. Scholl’s national advertising 
includes most people in your town. 
Weare the World’s largest adver- 
tisers in the shoe trade. 


Corrective Foot Appliances 


Can be adjusted and readjusted in a moment 
















A inal i t providesa 
sufficient onoak: of supports and an 
Arch Fitter for their adjustment. 
Write us for complete data on 
practical foot correction. 
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News of the Shoe Travelers 


Edited by HELEN M. HANEY 








Nothing Beats Personal Contact 


By Harry P. LyNcu, Hoague-Sprague Corporation 
representative. Mr. Lynch is a Past President of the 
Boston Shoe Travelers’ Association, and a Regional Gov- 
ernor of the N. S. T. A. 


There is practically no limit to the enthusiasm which 
the salesman can create for his product: 


If—he has faith in that product—in its profit-making 
poperties for the buyer—in its adaptability to the buyer's 
stock—in its general demand. 


If—he has a faith in himself. A man is as strong as 
his faith in himself. A strong salesman, plus a strong 
product, spells success for both salesman and his house. 


A trip of four months, covering every jobber from 
Dallas to Denver, and East, with the Hoague-Sprague 
standardized Strong-Box proposition, during which time 
I have made many new, and renewed many old, friend- 
ships, has proved to me again the business value of per- 
sonal contacts. 


One of the principal points which I emphasize in my 
personal chat with my friend-buyers is—the value of 
standardization. President Hoover taught the world, in 
war-time, the wisdom of standardization. The U. S. 
Bureau of Standardization and Simplified Practices has 
been teaching it ever since the war, with resultant econo- 
mies, and increased business, wherever operative. 


Not only in the product which I sell is this illustrated, 
in our one-size shoe store cartons, and shipping cases, but 
in steel angle building plates recently (reduced from 18 
different kinds to two) and a hundred-and-one other com- 
modities. Through standardization, The Hoague-S prague 
Coporation can do three times the business in about half 
the space formerly occupied. 


Space in retail shoe stores is today an expensive item— 
and a multitude of styles oft confuse a customer. A 
woman can make her decision more quickly when five 
shoes are shown than when fifty are presented for her 
inspection. Possibly the rule of “Standardization,” is 
more, or less, modified measure, as the case may warrant, 
can be successfully applied to footwear retailing. 


NEW branch 

of the Inter- 
national Shoe Co., 
called the Vitality 
Shoe Co., will have 
its product sold by 
“a bunch” of vet- 
eran shoe travel- 
ers, widely known 
throughout the re- 
tail shoe trade, as 
follows: J. R. Bur- 
riston will travel 
the West Coast 
making his head- 
quarters in Berke- 
ley, Cal.; J. G. Mazur will travel Ken- 
tucky, Michigan, Illinois, Indiana, and 
will make his headquarters in In- 
dianapolis. L. D. Ream, who for the 
past 15 years was with J. P. Smith 
Shoe Co., will cover his old territory 
of Iowa, Nebraska, North and South 
Dakota. Charles Emrich will cover 
Kansas, Nebraska, Colorado, Missouri, 
and Wyoming. C. E. Van _ Tress, 
Texas, Louisiana and Oklahoma. FE, 
M. Rogers, styling Vitality Health 
Shoes, will handle large operators 


J. R. Burriston 


OSS BATES, ex-president of the 

Northwestern Shoe Travelers’ As- 
sociation, and a regional director of the 
National Shoe Travelers’ Association, 
now represents Condon Bros. of Brock- 
ton, Mass., in Wisconsin, Minnesota 
and Upper Michigan. Ross formerly 
represented Fiebrich-Fox-Hilker Shoe 
Co. He is a talented orator. 


UNIUS SYCLE, Southern salesman 

for the Washington Shoe Co., of 
Lynn, arrived at the factory the other 
day, and started briskly to work on his 
newest ideas in shoe styles. 


HE Bob Smart 

Shoe Co., Mil- 
waukee, is repre- 
sented in Northern 
Illinois by Tage 
Greenberg. Mr. 
Greenberg says 
decorated bottoms, 
outlined panel ef- 
fects on the vamps 
and quarters, plus 
special wing - tip 
features, attract 
much attention 


value to the Mil- ‘hice Greenberg 


MAKING a gain through the line driving force. Making a business gain waykee shoes, ac- 
'~ of scrimmage calls for clear calls for the same requirements—From corded “smart” by appearance as well 
thinking, cool judgment and plenty of Nettleton Table Talk. as name. 





BOOT AND SHOE RECORDER 











Ly co Weather 


A woman can’t wear autumn clothes — but she can give 
new life to summer costumes by the use of new accessories. 


Sell AS hoes a Bug lo IVleatel mn 


7) | P j i 
Serge L3lue No. 1310 | for wear with all shades of beiges, 


Grotto Blue No. 1300 i blue, orange, chartreuse, and « ffwhites, 
white, 
for wear with all shades of yellow, 
Dark omy Ho. 1050 purple, purple-blues, erey- pa 
blues, and Wart wea 
, pale char- 
treuse, 
pink, 
(i) for wear with all shades of lavender, 
e green, chartreuse, yellow, and \ turquoise. 





The Mews Crstle 


ciheongles by request to Ress 1702-100 & old Street, New York 










La a C. bse. 
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William M. Hoot- 
kins, who _ repre- 
sents The Freeman 
Shoe Mfg. Co. and 
the Freeman - Bed- 
dow Shoe Mfg. Co. 
in “The Rio Grande 
Country,” visited 
for a short time 
with a number of 
his friends in Chi- 
cago recently, 
among them Ned 
Ray, Associate Ed- 
itor of the RE- 
soenee, Str 

sed only long enough in Chicago to 
— i pave for Beloit headquarters, 
and after receiving congratulations 
from a number of his shoe traveler 
frien’s on “the impromptu reception 
committee,” was off on his way, in the 
same motor car which brought him 
throurh The Ozarks, for a visit to Mar- 
quett: Mich, and to Grand Rapids, 
Mich. the oldtime homes, respectively, 
of Mrs. Hootkins and himself. “Square 
shootcr and hard worker,” Ned Ray 
writes. “W. M. Hootkins is the type of 
saless.an who holds his contacts, be- 
cause he is a man before he’s a sales- 
man. And he’s a lot of each!” 


pyARES J. HAEFELEIN, general 
sales manager of the footwear de- 
partment of the United States Rubber 
Co., has announced the following line- 
up of the footwear selling organization: 
Staff organization at 1790 Broadway: 
J. A. Donnelly, manager Eastern job- 
bing sales; H. L. Goodwin, manager of 
Southern jobbing sales; Walter White- 
man, manager of sales analysis and 
trade records; J. J. Brady, special sales 
representative; A. K. Sherwin, special 
sales representative; Dolgeville Felt 
Shoe Co., Dolgeville, N. Y., and Law- 
rence Felting Co., Millville, Mass.— 
F. P. Lundy, manager of sales, located 
at Dolgeville; Field organization—The 
majority of the distributing branéhes 
have been grouped into divisionai units, 
as follows: New England Division—In- 
cludes Boston and Springfield—V. A. 
Wibbelsman, sales manager, located at 
Boston Branch. New York Division— 
H. A. Bly, sales manager, located at 
New York Branch. Central Division— 
Includes Baltimore, Pittsburgh, Glove 
Pittsburgh, Columbus and Cincinnati 
Branches—F. T. Dunstan, sales man- 
ager, located at Pittsburgh Branch. 
Great Lakes Division—Includes Buffalo, 
Glove Buffalo, Rochester, Syracuse, 
Hubmark, Cleveland, Glove Cleveland, 
Toledo, Detroit, Glove Detroit Branches 


Wm. M. Hootkins 








W. LB. Kerich, until recently with 
The Bob Smart Shoe Co., Mil- 
waulcee, is now covering Eastern 
Kansas for the Harsh & Chapline 
Shoe Mfg. Co., Milwaukee 


—W. F. Cairns, sales manager, located 
at Buffalo Branch. Mid-West Division 
—Includes Chicago, Glove Chicago, In- 
dianapolis, St. Louis, Memphis, Glove 
Grand Rapids, Milwaukee, and McCord- 
Norton Branches—C. A. Eldridge, sales 
manager, located at Chicago Branch. 
Northwest Division—Includes Minneap- 
olis, Glove St. Paul, St. Paul Rubber 
Company, Des Moines, Omaha, and 
Karsas City Branches—R. F. Keller, 
sales manager, located at Minneapolis 
Branch. Pacific Coast Division—In- 
cludes San Francisco, Los Angeles, Sac- 
ramento, Seattle, Spokane, Portland, 
and Salt Lake City Branches. E. H. 
White, sales manager, located at San 
Francisco Brarch. “For the present, 
the following branches will not be in- 
cluded in any Divisional Group, but will 
be directly responsible to Harry J. 





A Just Tribute to Presi- 
dent Larkin 


Frank J. Larkin, president of 
the National Shoe Travelers’ As- 
sociation, Milwaukee, is given a 
page story with photo of himself 
in “The Hotel Greeters’ Guide” of 
Milwaukee, featuring that city’s 
wéekly activities, under the cap- 
tion of “Foremost in Milwaukee.” 
“Milwaukee has been signally hon- 
ored by the election of Frank J. 
Larkin as president of the Na- 
tional Shoe Travelers’ Associa- 
tion,” says the story. “He is the 
first Milwaukee man in the 18 
years’ existence of the N. S. T. A. 
to attain that position. Milwau- 
kee may well be proud of his 
record. Born and raised here, he 
graduated from Marquette Uni- 
versity in the Arts and Science 
course in 1897, having dabbled 
somewhat in law. Shortly after- 
ward, he joined the Bradley-Met- 
calf Co. of Milwaukee. He re- 
mained with them for about 16 
years; he then went with the 
Tomahawk Shoe Co. He has been 
in the shoe business for more 
than 30 years, and is therefore 
well equipped in experience, as 
well as in ability, to handle his 
new position. 

“Mr. Larkin was prominent in 
the organization of the Freeman 
Shoe Co. at Beloit, in 1921; he 
has been secretary of this com- 
pany, one of the fastest growing 
concerns making men’s shoes in 
Wisconsin, since its inception. 
The Wisconsin Shoe Travelers’ 
Association was organized twelve 
years ago, Mr. Larkin being one 
of the founders of this outstand- 
ing N. S. T. A. local. Mr. Larkin 
has a summer home on one of the 
lakes; he is much interested in all 
outdoor sports. His son, “Bob” 
Larkin, is captain of the Mar- 
quette High School track team, 
and has been a letter man in both 
track and football for the last 
four years. Next year, he’s going 
to M. U., to win new honors. 
Frank J. Larkin’s success is due, 
not only to his experience, but to 
his leadership and to his direct 
and honest business methods. He 
+ pon president of the N. S. 
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OSEPH A. 

EAMES has 
recently been ap- 
pointed by the 
A u 1 t-Williamson 
Shoe Co. to handle 
the line of this 
house in the terri- 
tory formerly cov- 
ered by the late 
James H. Renton. 
Mr. Eames _ will 
travel Long Island, 
Greater New 
York, Westchester 
County, N. Y., and 
Northern New Jersey. For the past 
twelve years, Mr. Eaton has been con- 
nected with Morse & Rogers in Greater 
New York and in sections of the Em- 
pire State. He has also done sales 
promotion work for Morse & Rogers. 


4. Eames 


Jos. 








Haefelein: Philadelphia, Atlanta, Bir- 
mingham, New Orleans, and Dallas; and 
also Goodyear Glove Rubber Co., Inc., 
Philadelphia, Frank Mayo, manager; 
Goodyear Glove Rubber Co., Inc., New 
York, W. H. Linck, manager; W. F. 
Mayo Co., Boston, C. T. Cooper, man- 
ager. 


66 LD TIMERS” in the Indiana Shoe 
Travelers Association are as fol- 
lows: 

Sam_ Juneau—lives in Los Angeles; 
sells Freeman-Beddow’s men’s shoes; 
— president of Los Angeles Shoe. 
‘lub. 

Herbert Poyneer—lives in Chicago, 
now in the advertising game. 

Charles Strayer—lives in Columbus, 
Ohio, doing his bit in the real estate 
game. ; 

Harry Fitts—lives in Seattle, Wdsh., 
manager of Weyenberg Branch House. 

Arthur Fletcher—lives in St. Louis, 
on the Big Wheel Middle West for In- 
ternational Shoe Company. ' 

Snag Proof Scotty—lives in Lam- 
bertville, N. J.; recently quit the rub- 
ber game. 

Al Stevenson, Indianapolis, of “Red 
Cross Fame,” now counting coupons in 
the real estate and mortgage game. 

Lee Mazur, Indianapolis, sales man- 
ager for Florsheim Feature Arch De- 
partment, Chicago. 

W. F. Crooke, Leesburg, Ind.—Fish- 
erman, beagle hounds and dance resort 
pilot. 


LARENCE DEAN is now calling on 

the big buyers im Illinois with the 
line of Ohio Shoe Company, of Colum- 
bus, Ohio. 


John J. Callaghan, who repre- 

sents Shu-Stiles, Inc., of St. 

Louis, Mo., from Bakersfield 
North in California 
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are preparing now 
for bigger business 
this fall— 


ARE YOU? 


Don’t wait for this business to go to your com- 
petitor. Let a new Kawneer front carry your 
message of progress to those thousands of 
shoppers who have passed you by. 

Mail the coupon today for our book of Mod- 
ern Store Front designs. It costs you nothing. 


kawneer } 


RONZE 


STORE FRONTS 
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VALUABLE 





Shoe 


erchants 


In the Boor AND SHOE RECORDER 











NATIONAL NEWS 





SATURDAY, JULY 13, 1929 


N(ews 





EVERY 


WEEK 





Wolfe Bros. Merge Three Companies 
Into Manufacturing and Retail Chain 


Operates 3700 Stores in 28 
States and Plans Ex- 
pansion to 6000 


COLUMBUS, OHIO (UTPS)—A 
merger of the Wolfe Brothers Shoe 
Co. of Columbus, which has been op- 
erating a large chain of retail stores 
under the name of the Wear-U-Well 
Shoe Co. with the Grimsrud Shoe 
Co. of Minneapolis and the Western 
Shoe Co. of Kansas City, was con- 
summated July 6. The merger will 
be operated under the name of the 
Wolfe Wear-U-Well Corporation, 
with headquarters in Columbus and 
will operate 3700 stores in 28 states 
in the union. The new company, in- 
corporated under the laws of Ohio, 
will have a capital stock of 175,000 
shares of Class A common, 25,000 
shares of Class B common and 5000 
shares of preferred stock with par 
value of $100 each. The two classes 
of common stock are without fixed 


par value. 

The three companies taken over by 
the merger were controlled by the same 
interests in which the Wolfe family of 
Columbus was the leading factor. The 
Wolfe Bros. Shoe Co. of Columbus was 
organized in 1891 by the late Robert F. 
Wolfe and his brother, Harry P. Wolfe, 
the latter now head of the Wolfe family 
interests. For many years it manufac- 
tured shoes and sold throughout the 
country. In 1909 the Wear-U-Well Shoe 
Co. was organized to open retail stores 
and the first was established in Chilli- 
cothe, Ohio. This proved to be such a 
success that additional stores were 
opened until it expanded to 1200 stores 
in Ohio and adjoining States. 

In 1900 further expansion of the 
manufacturing business resulted in the 
organization of the Grimsrud Shoe Com- 
pany of Minneapolis, at which time 
Christian Grimsrud joined with Robert 
F. and Harry P. Wolfe in the company. 
By 1911 the enlargement of the pro- 
gram for retail store expansion re- 
sulted in 1300 retail outlets in the 
Northwest. 

The Western Shoe Company of Kan- 
sas City was founded in 1916 and now 
operates more than 1200 retail stores 
throughout the West. 

The common stock of the three com- 





panies has always been closely held and 
the ownership was largely concentrated 
in Columbus. The officers and directors 
of the three companies have been 
largely the same men who directed and 
operated the Wolfe Bros. Shoe Co. 

The new company, it is announced, 
plans to enter the eastern section of the 
country, since its Pennsylvania and 
New York operations have shown sat- 
isfactory results. The program contem- 
plates approximately 1500 additional 
stores east of Pittsburgh and through- 
out the New England States. All of the 
larger county seats and certain sections 
of the larger cities will be entered. UlI- 
timately the company expects to have a 
chain of 6000 stores, extending from 
the Atlantic to the Rocky Mountains. 

The officers announce that there will 
be little change in the methods of mer- 
chandising. The product to be sold is 
staple shoes at moderate prices, cover- 
ing all essential styles for the entire 
family. Rubbers will also be sold. 

The officers of the new company are: 
B. C. Hommon, president; H. P. Wolfe, 
general manager and treasurer; Edgar 
T. Wolfe, George Grimsrud, Almar 
Grimsrud, vice-presidents; Robert H. 
Wolfe, secretary. These officials, with 
H. Preston Wolfe, constitute the board 
of directors. 


Store Presents History 
On 64th Birthday 


LYNN, MAss.—Baker’s Family Shoe 
Store is entering its sixty-fourth year 
and it arranged, in honor of the occa- 
sion, as well as of Lynn’s Tercentenary, 
a display of tools and shoes of the past 
and shoes of today. 

A hammer, at least 200 years old, 
was not only used by a shoemaker, but 
was made by him. The store presented 
a picture of its founder, Everett Dun- 
bar. the footologist, still active at 80 
and more, and also one of “Tom” Baker, 
its present proprietor, and of the 
younger generation. Everett is shown 
at work on a custom order shoe, which 
he is fashioning by hand. 

(Most of the tools were lent to Mr. 
Baker for the display. One friend lent 
an ancient bench, dated about 1700, and 
a kit of tools. 

A boy’s shoe, of heavy cowhide 
leather, with a stout bottom, fastened 
by nails. makes quite a contrast with 
children’s shoes of present styles. Its 
uppers are not only double-stitched, but 
are also fastened with metal rivets. 





Southeastern Mer- 
chants to Meet 
in Atlanta 


Convention Headquarters Will 
Be at Biltmore Hotel 


ATLANTA, GA.—The Southeastern 
Shoe Retailers’ Association extends an 
invitation to every merchant, manufac- 
turer and salesman in the South, or in- 
terested in its distribution of footwear, 
to attend the annual convention to be 
held at Atlanta, August 12. 

Convention headquarters will be at 
the Biltmore Hotel. President George 
Golden of Jacksonville has called a se- 
ries of meetings of the board of direc- 
tors to arrange the program. They 
look forward to the biggest and best 
convention ever held by the Southeast- 
ern Association. 

Atlanta in August is the coolest point 
in the entire South, and many mer- 
chants are planning a combination con- 
vention and vacation for that week. 


Des Moines Dealers 
Postpone July Sales 


Des MOINES, Iowa (UTPS)—July 
clearance sales among shoe dealers have 
been abandoned thus far this season 
in Des ‘Moines by general agreement, 
according to J. S. Tyler, secretary of 
- Des Moines Shoe Dealers’ Associa- 
ion. 

“Business has held up so heavily that 
we are postponing the dates of clear- 
ance sales, if we should decide to hold 
any af all,” he declared. “In this sec- 
tion the weather has had much to do 
with the nature of our buying season, 
no extended period of scorching weather 
being experienced. Therefore the sale 
of footwear has continued steadily. 
White is still the leading color by a 
wide margin, with sun-tan shades rank- 
ing second.” 

Mr. Tyler is head of the basement 
shoe department at Younker Bros. 


Open Enna Jettick Store 


MINNEAPOLIS, MINN. (UTPS)— 
Chase & McLean today opened a new 
Enna Jettick shoe store in a new build- 
ing at 78 Ninth Street, South. This 
fifirm is composed of C. L. Chase and 
M. O. McLean, who organized the 
Family Shoe Store in 1915 and who 
are still proprietors. The firm will dis- 
tribute in Minneapolis as _ exclusive 
dealer. Only a short time ago the firm 
opened a similar store in St. Paul, 
stocking the same shoe. 
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- {| Shows you how to bring more and bet- J | 
{ter trade into your store ... 32 pages 
_ {  ofseating suggestions for modern shops 
“in this interesting and practical book 
3 “New Styles in Shop Seating” 


“Gentlemen, I want to compliment you on your book 
“New Styles in Shop Seating.’ It is a genuine help for 
the modern shoe store owner and reflects a keen ap- 
preciation of our problems. Any man interested in 
attracting better trade and building prestige for his 
store should read this book.” 

So writes a successful eastern shoe store owner. Perhaps 
this book will help you. Shall we mail you a copy? It 
is free. How proper seating can give your store an air 
of distinction—attract more and better trade—greater 
capacity at less cost and bigger profits on your invest- 
ment, all explained in this free book. Simply use the 
coupon below. 


The “American” Free Service Plan 


“American” engineers and draftsmen are at your service 
to suggest new ideas in seating arrangements. In the 
past fifteen years thousands of shoe store owners have 
accepted this free service. And as a result American 
Interlocking Shoe Store Chairs are building profitable 
business daily. This service is yours for the asking. 
Fill in and mail the coupon today. 


American Seating Gmpany 


1016 Lytton Building Chicago, Illinois 
Branch Officee—New York: R. 601-119 W. 40th St. 

Philadelphia: R. 703-1211 Chestnut St. 

Boston: R. 302-69 Canal St. 
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American Seating Company 

1016 Lytton Bldg., Chicago, Ill. 

Gentlemen: Send me, without obligation, your helpful 32 Page Book, “New 
Styles in Shop Seating.”’ 
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White Shoes 
In First Place 
In Middle West 


Kid and Linen Features of 
Summer Business in 
Columbus 


OLUMBUS, OHIO (UTPS)—With 
warm weather prevailing during the 
last half of June, sales of white shoes 
has been the best feature in the leading 
downtown shoe store and in the shoe 
sections of department stores. All of 
the buyers and merchandise managers 
report an extraordinary “white” sea- 
son and in some instances reorders 
had to be hurried in order to keep ade- 
quate stocks on hand. 

Colored kids, principally tan shades, 
beize and rose blush, have also been 
selling quite well. 

Reptiles are also coming along fairly 
well, but not to such an extent as some 
of the buyers anticipated. Reptile 
trimmed shoes are showing considerable 
popularity with lizard and water snake 
the best leathers. Patents have been 
selling to a considerable extent but dif- 
fering from past seasons there has not 
been the demand for patents which 
characterized former summer seasons. 

Strap effects are the best sellers at 
present and next in popularity come 
pumps. Strap effects of many kinds 
are being shown and these are all mov- 
ing well. Buckles are not as good sell- 
ers as formerly. 

Heels are unchanged from the early 
spring trade. There are some calls for 
the extreme high heels, ranging from 
17 to 22 eighths, but the great majority 
of the shoes have the Cuban heels of 14 
to 16 eighths. In the dressier types of 
footwear higher heels are in vogue. 

The Columbus store of the Chisholm 
Shoe Co. has had a very excellent sea- 
son. according to J. M. Armor, manager 
of the shop. Whites and colored kids 
have been the best sellers at this store 
and each month registers a good in- 
crease over the sales volume of a year 
ago. 

V. C. Wene, buyer for the shoe de- 
partment at the Morehouse-Martens 
Co., reports that whites, both in kids 
and linens, are the biggest feature. 
The department is selling quite a few 
white linens and tinting them to match 
frocks and coats, free of charge, and 
this is taking exceptionally well. Next 
to white there is a good demand for 
Lido sand kids, which are selling very 
briskly. 
Shades have fallen by the wayside. 


Deauville sandals are also selling well | 
, | price sold for in this store were shown 
that | 


since the warm weather has become pro- 
nounced. Mr. Wene_ reports 
blacks, mostly in kids, have been selling 
better this summer than in several sea- 
sons. Straps and oxford pumps are the 
best styles with ties likely to come back 
in the fall season. 
higher than those on strap effects. the 


former ranging from 18 to 20 eighths, 


and the latter around 15 eighths. 

Joe Ryan, manager of the shoe de- 
partment in the Fashion, reports whites 
the best feature, although there are a 
large number of calls for sports effects. 
White in kid, both in pumps and strap 
effects, are selling the best. 








Beiges and some of the other | 
| type sandals. 


Heels on pumps are | 


Whites Selling Big 
in Cleveland Shops 


CLEVELAND, OHIO (UTPS)—Whites 
are again setting record turnovers in 
this city rivaled only by last year’s 
figures. Already the hot weather has 
caused great activity on white shoes in 
varying styles of straps, pumps, ox- 
fords and ties. Nearly every merchant 
in the city is playing them with solid 
window display sections. Prior to last 
season, whites had a long period of dor- 
mancy, but shoe men are now making 
up for lost time. 

According to John McLennan, assis- 
tant buyer of ladies’ shoes at Wm. Tay- 
lor Son & Co., whites or white and color 
combinations are about even with the 
same period of last year. Sun tan is 
also showing great activity while black 
patents hold about second place in the 
turnover. Blue is popular in the colors 
and red and green are showing fair re- 
sults. 
brown and black lizard among the rul- 
ing favorites. Suedes in all colors will 
be in demand, he says. 

White sales have been excellent on 
warm days, according to E. A. Clark, 
manager of Stones Shoe _ Stores. 
Weather conditions, he claims, are play- 
ing a greater part in shoe merchandis- 
ing than ever before. Black mat kid has 
been good as well as light beige. Blues 
have shown activity and darker shades 
of blue will be good in the fall, he be- 
lieves. Suedes will also have a strong 
play during the fall months. 


Mueller Sees Bright 
Prospects in Southwest 


AusTIN, TEx. (UTPS)—Carl H. 
Mueller, owner of the Carl H. Mueller 
shoe store of Austin, says: “Prospects 
in general are better over our section 
this season than they have been for 
years. Good crop conditions and other 
favorable prospects promise a good 
fall business. In fact, our summer 
business has been good—better than 
last year. 

“We have had a clean-out on whites 
this year. I have cleaned up my stock 
of whites without having to reduce 
prices on them. We have had a tre- 
mendous business on woven foreign 


sandals also that retail at $7.50, $8.50 | 


and $9.50. Out of 700 pairs of these 
sandals I had no more than 20 pairs 
left on hand at the opening of July.” 

Probably one of the reasons that the 
Mueller store was able to clean up its 
stock of woven sandals was the effort 
made to educate prospects to know and 
appreciate the quality of the better 
Prospects that expected 
to buy sandals at about one-half the 


the smoothly finished insides with no 
rough edges, and made to see other 
merits of a good quality sandal instead 
of merely having the idea that a sandal 
is a sandal and all of equal value. 


Irving Brunn Dead 


RosEspurG, Ore. (UTPS) — Irving 
Brunn, well known Oregon shoeman 
and proprietor of the Booterie here, 
died suddenly of heart trouble. He had 
recently opened a second store at Co- 
quille, Ore. 





For fall, Mr. McLennan predicts | 











Black 
Hills 
Model 


Style 310—Price $6.00 
BROWN ELK 
Height 14 inches 


THE OTHER FOUR 
Style 300—Yellowstone, 
14 inch 
Style 311—Aviatrix, 
12 inch 
Style 312—Rocky Mountain, 
14 inch 


Style 317—Girl Scout Boot, 
8 inch 


$5.90 


5.20 


5.70 


4.60 
SIZES 
5/8 A, 4/8 B, 24%2/8 C, 24%/8 D 


Terms 5% 10 days. Net 30 days 


| Write for sample pairs or folder 


The Juvenile Shoe 
Corporation 
AURORA, MO. 


Makers of the famous Kewpie Twins 
Health Shoes for Children, Sport- 


walks—smart light weight welts for 
| college girls. 
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STYLES Of 
TOMORROW*> 





Now—independent designers have 
embodied several fast-selling features 
into a single, harmonious design! The 
result—*Madre”—is pictured below. 
Can you imagine the enthusiasm this 
striking pattern will create among your 
more particular customers? 


The Independent display includes many 
equally novel creations, which, if you 
order now, are bound to attract new 
business to your store. Write or wire 
for a showing. 


“Madre” — Brown Kid 

Buckle Strap, Brown 

Suede quarter and heel. 

Gold Kid Underlay. 186 

Last, 18/8 Full Breasted 
Heel. 

AAA to C Widths 
This pattern furnished in 
all desirable materials 
and combinations. 
Special Make Only 
































“Madre” 
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SPATS 


$12.00 to 
IMMEDIATE $24.00 
DELIVERY aoa 


Special Prices 
to Jobbers 


IN-STOCK 


By ordering Fit Rite Over- 
gaiters directly from us— 
the makers—you gain ev- 
ery advantage of price and 
delivery. They are carried 
in-stock and we guarantee immediate delivery—no 
matter what the size of the order. Made in gray, 
fawn and all popular shades, with smart leather 
piping around the top. 











Let us send you samples—The English Box 
Cloth at $24 doz. is particularly worth while. 


Remember—if you sell men’s shoes every 
man is a prospect. 
Samples on Request. 
FITRITE OVERGAITER CO. 


526 S. Third St., Philadelphia 
New York Office: 754 Marbridge Bldg. 







































“Greeley” and “Dependability” 
Mean the Same Thing in a 
Boudoir Slipper 

For many years Greeley Bou- 

doirs in black and colored 

leathers, with leather or 
rubber heels, have been 












IN 
STOCK accepted by the national 
36 Pair Cases trade as the standard. 


A. W. GREELEY 


Haverhill, Mass. 





12 Duncan St. - - 
wr Boston office, 7% Lincoln Street 
ye Mr. CuTTiNc aND MR. CARR 
ae pr 














No More Copies of the 
Shoe and Leather Lexicon 


The present edition of the Shoe and Leather Lexi- 
con is exhausted. No more copies of this shoe 
and leather trade dictionary will be available until 
a new edition has been printed, at which time 
notice will be given. 
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| 
Wilbar Associates | 
Hold Annual Outing | 


Boston, Mass.—The fifth annual out- 
ing of the Wilbar Associates was held 
on July 4 at Pemberton. A party of 
about 125, including employees from 
four of the Wilbar Stores, manufac- 
turers, advertising men, visiting buyers, 
and trade paper representatives, at- 
tended. The Associates left the 455 
Washington Street shop at 11 a. m. in 
auto buses. Hy Bluestein and other ex- 
ecutives drove down in a special car, 
with little Andrew Florio, 14-year-old 
. bootblack, tucked in the rumble seat. 
It was a gala occasion. 

A baseball game between the married 
and single men resulted victoriously for 
the benedicts, with a score of ten 
against a score of three for the married 
men. Battery for the married men con- 
sisted of Micky Lunder, of the Clinton 
Shoe Co., Haverhill, pitcher; Dan Ker- 
rins, of the Wilbar Associates, catcher. 
Battery for the single men: Eddie Sol- 
omon, of Wilbar’s, pitcher; Sam Gold- 
berg, of Wilbar’s, catcher. Moe Win- 
ston, manager of Clyde’s Shoe Store, 
was umpire. A bridge whist game for 
the ladies resulted in prizes for Evelyn 
Goller, Mrs. Charles Swartz and Mrs. 
I. C. Bluestein. The 200-yard dash 
swimming, race was won by Mac Levin, 
of Wilbar’s. The dinner-dance program 
at the Pemberton Inn was interspersed 
with vaudeville and prize dances, Eddie 
Solomon, announcer, the company hav- 
ing first been bidden by Treasurer 
W. B. Bluestein, who refused to make 
a formal speech, to enjoy themselves. 
A pair of Wilbar shoes, an overnight 
bag, a fountain pen and a doll were 
awarded by Wilbar’s to the four win- 
ners of the prize dances. Among the 
winners were Wilbar Associate Crosby 
and wife. Among the interesting vaude- 
ville numbers were songs by Sam Gold- 
berg, known as “the boy baritone prod- 
igy of Boston,” a member of the Wilbar 
Associates. 

The officers of the Wilbar Associates 
who, with their committees, assisted in 
making the affair a big success, were: 
Charles Swartz, president; Al Aronson, 
secretary; A. C. Bluestein, treasurer. 
The committee in charge of the outing 
consisted of H. P. Bluestein, Eddie Sol- 
omon, Mac Levin. Eddie Solomon was 
in charge of the prizes. Among the in- 
vited guests were: Al Katchinski, of 
the Philadelphia Shoe Co., San Fran- 
cisco; Dick Apt, of the Apt Shoe Co., 
Manchester; Dave Braude, of the Bot- 
tomley Shoe Co., Haverhill; Ed Taylor, 
of McNichol & Taylor Last Co., Lynn, 
and Mrs. Taylor; M. Lunder, of the 
Clinton Shoe Co., Haverhill; Al Publi- 
covar, of the Publicovar-Sallinger Ad- 
vertising Co., Boston, and Mrs. Publi- 
covar; Alan McPhail, of the Crispin 
Shoe Co., Haverhill, and Mrs. McPhail; 
Helen M. Haney, Associate Editor, 
Boot AND SHOE RECORDER. 





New Lincoln Shop 


_PortsMoUTH, OHIO (UTPS)—The 
Lincoln Boot Shop, which opened July 2 
in a large storeroom on Chillicothe St., 
is being managed by Marc Canter. The 
company handles a line of men’s, wo- 
men’s and children’s footwear. 





They Said It With Shoes 


A six-pair case, and no two pairs alike, is presented to 
Marchioness Gwladys Townshend, the Mayoress of Lynn, 
England, by “Golden Rule Jim” Daley. 

In the picture are Marchioness Townshend, her son, the 


Marquis, “Golden Rule Jim” and Mayor Bauer of Lynn. 


Bauer has no keys to the city. 
Each distinguished visitor to Lynn gets a 


long time ago. 


Mr. 
He threw away the lock a 


pair of shoes, and the freedom to roam the city. 

Marchioness Townshend gets six pairs for a gift, because 
she is an extra special guest. She came to take part in Lynn’s 
Tercentenary celebration, and to cement the ties of friendship 
between Lynn, the City of Shoes, and the mother city of Lynn 


in England. 


This six-pair case, made by the Frank C. Meyer Co., is 
decorated by hand, in emblems illustrative of the happy rela- 


tions between the two cities. 





Golden’s Bootery to Be 
Extensively Remodeled 


JACKSONVILLE, FLA. (UTPS)— 
George Golden, president of Golden’s 
Bootery this week announced plans for 
one’ of the finest shoe stores in the 
country. 

The present home of Golden’s Boot- 
ery at 37 West Forsyth Street, will be 
entirely remodeled inside and out. It is 
planned to begin work at once and have 
the remodeling complete by the middle 
of September. The store adjoining the 
present location will be added, making 
it twice the size of the present store. 

It is said that 3300 feet of glass will 
be used on the front alone. The glass 
is of a special type and is being im- 
ported from Belgium. A colored te- 
razzi front with curly maple fittings 
has been selected. The windows will be 
fifteen feet high and will be the most 
brilliantly lighted of any store in the 
city. The window lights will be dif- 
fused by plates of vari-colored glass, 
calculated to blend with or match the 
fixtures, shoes and hose. The perma- 
nent floor of the windows will be of 
triple thickness etched glass, through 
which illumination will be diffused. 

The fixtures will be entirely of glass, 
specially created and manufactured for 
this purpose. Glass cylinders and rect- 
angles are substituted for the custo- 
mary prosaic shoe stands. The hosiery 
stands, with translucent legs, are il- 
luminated from within, and even price 


| tickets and descriptive placards will be 
| made of glass. 

The entrance lobby will be flanked by 
two doors, with a center display case. 
The furnishings of the store will be of 
walnut. 


To Enlarge Basement 


Des MOINES, Iowa (UTPS)—Work 
is to be started this month by Younker 
Brothers’ department store of this city 
on enlarging their basement area, which 
will benefit particularly their basement 
shoe department. An additional space, 
measuring 150 x 54 feet, has been pro- 
cured by the management through a 
lease on the basement of an adjoining 
store building. 

The area allotted the shoe depart- 
ment will be practically doubled, ac- 
cording to J. S. Tyler, buyer. The en- 
tire basement section is to be erected 
on one floor level, and all pipes ob- 
structing the view will be removed. A 
new tile floor will be laid. The addi- 
tional space was leased from the Marks 
Investment Company. 





Churchill with Brown 


CHEHALIS, WASH. (UTPS)—Arthur 
Churchill, recently in the shoe business 
| here, has become associated with the 
| Buster Brown Shoe Store at Aberdeen, 
Wash. 
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Annual Card Service is exclusive for one 
merchant in an average size town, suburb 





or metropolitan shopping center. 























Graduation or 
Ask us if your town is or may be open “ 
for 
M: 
Printed Price Tickets cod 
Either of the tickets illustrated below will 
be supplied free to annual card service 
Modernistic card holders, gold with black trim (3-color members in place of blank tickets each 
festoon base between frame and platean) enhance the month in the quantity tuliceted in the 
beauty of your window cards—harmonize with the finest egies 
of window display fixtures description of each monthly card service. 
pecs |g i le Th 
egular an earance e. 
Hand-Lettered | Any prices wanted 25c to $22.50—Green Borer 
& a) Price Ticket | Any prices wanted 85c to $14.00—Orange Borer 
: | 
‘ Actual size, blue and | 
9 reddish brown design, | 6-doz. odd lot 
/ | black figures—80 dif- | = 
ferent prices. : 
12 doz.—$2.00 
69c to $17.50 24 doz.—$3.50 
25c¢ per dozen 12 each of 6 prices | 
ah 6 doz.— $1.25 12 doz.—$1.50 
: 7! 12 doz.—$2.25 ; 24 doz.—$2.50 F 
j Lo in either Orange or 1 doz. of one price | °c. 
24 doz.— $4.00 Olive. pho Border——Black “ae 
Check With Order, Figures Cash or stamp: 
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(Actual Size) with order 
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ards that Have “IT” 


Artistic—Different—Sales Building 


» better your show cards is Recorder Show Card Service 
better your business. is second to none. Cards each 
e Recorder Show Card month are of different design, 
rvice keeps pace with the with blank price tickets to 
odern merchandising trend harmonize. These tickets may 

month. We offer a new __ be had with a limited number 
j better type of card, with of printed prices if desired, 
odernistic holders. at 50c per month additional. 


nee 
Select the "No 


Service You Wish— 
Then Mail Coupon 


H 8 cards (7”x11”) 
ne 4 Card Holders. 
o. 100 Blank Price 


Tickets. 
$4.00 monthly ($48.00 the year) 





Service 12 cards (7”x11”) 

4 Card Holders. 

No. 1-B ee Blank Price 
Tickets 

$5.00 monthly ($60. 00 the year) 








interchangeable show card monthly service, all sales 
1 é messages different, each month’s cards of different 

designs and colors; with price tickets, either blank, 
or with printed prices. 
—It is the most valuable of window card franchises to own 
for your town, suburb or metropolitan shopping center. 
MANY WELL RATED MERCHANTS from coast to 
coast now use it for pulling window-shoppets into their stores. 


12 card service $5.00 


General service for men’s, women’s, children’s shoes 


per mo. 


(and hosiery). 
4 card holders 
100 blank price tickets— 
or 72 printed price tickets, any prices wanted, as 
illustrated on left-hand page 


6 card service $3.00 


2 card holders 
50 blank price tickets— 
or 36 printed price tickets, any prices wanted, as 
illustrated on left hand page 


per mo. 


Merchants Service Dept. 


BOOT AND SHOE RECORDER 
189 W. Madison St., Chicago 


JUNIOR ‘ suede, 2 Card 
: er 

Service = seat Price 

$3.00 nee att 6.00 the year) 





Printed Price Tickets 


of sixteen most popular retail prices 
on, i. had with each month's card 

in place of the blank tickets 
indicated above at 50 cents per month 
additional. 


ig 








Mail the Coupon 


In the panel are brief descriptions of 
the several Services we offer. Select the 
one you wish. 


Mail the coupon today! 


COUPON 


BOOT & SHOE RECORDER, 
189 W. Madison St., Chicago, IIl. 


Please enter our order for the Recorder “Selling 
Messages" card service No. or one 
year, consisting of cards each month 
and ——— art card holders, with the first month's 
service, beginning with cards for July, for 
which we will pay $ per year, payable 
$ per month, 


For cash in advance full year’s service, 5% 
discount. 


(If service be discontinued . before expiration of order, 
we agree to pay $1.00 per month additional for each 
month’s card service delivered.) 


We sell Men’s, Women’s Children’s shoes, and 
hosiery. (Cross out lines not carried.) 


Printed Price Tickets:— 
$—— $— $—— $—— $— $—— 


Store Name 
Owner 
City 


State , 
‘(July 13th issue) 
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Shoe «Market News 


In The Boor anpD SHOE RECORDER 








NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


H. W. COOK, President 





Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 























Richerds & Brennan Co. -:- Randolph, Mass. 











; 50 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 























ONLY” 


AST WEYMOUTH, MASS. U.S.A. 














E 
M. A. PACKARD CO., Makers 
BROCKTON 
BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 





























NATIONAL NEWS 


EVERY WEE 


AM 








Factories Begin 
Fall Run Early; 
Buying Is Brisk 





Plants Already Re- 
ported at Capacity 


Some 


LYNN, Mass.—Orders early, and in 
good volume, is the report as Lynn 
starts on the second half of the year. 
Shops were operating briskly, some to 
capacity, before buyers arrived for the 
July market. Something unusual must 
be going on in distribution. Buyers de- 
manded more shoes during June than 
makers expected; and now they are 
placing July orders early, and in large 
volume. Very likely, the early start of 
summer, with much heat and some 
showers, has stimulated early sales, and 
has brought about re-orders. 

Besides, this is a most colorful sum- 
mer, for both apparel and shoes. “Many 
a shopper has bought a pair or two ex- 
tra, so as to have the right shoe for her 
dress.” That is one explanation for 
better business, as offered by a novel- 
tiest, as some of the fast style shoe men 
now are called. 

This better business must be general, 
as well as local, for the leather and 
supplies firms report an early and a 
large volume demand from their cus- 
tomers in all parts of the country. 
Tanneries are more active than for 
some time. 

Suede is by far the leading stock. 
Patent is gaining some. More fabrics 
of novelty weaves are offered. Reptiles, 
especially lizards, continue good. But 
it is the combination of grains and col- 
ors that make the style. 

A little more color is the substance 
of some of the latest reports, especially 
those that come from southern sales- 
men. The tendency toward darker 
tones may be arrested. Evidently, 
many merchants have made money on 
gay colors this summer. So why not 
keep on playing the winning combina- 
tion. 

But style isn’t everything, for the 
last makers say that lasts must fit 
more accurately than ever. And a 
maker of smart novelties sums up the 
situation by saying, “If it’s a AAA you 
want, it’s a perfect AAA that you 
get.” One Lynn authority is quoted as 
saying that a fight between style and fit 
is starting. Or, to put the matter in 
another light, an increasing number of 
buyers are showing a preference for 
fit. 








Haverhill Man at 
Hearing on Tariff 


HAVERHILL, Mass.—Raymond V. Me- 
Namara, of the Wright, Gorevitz & \e- 
Namara Shoe Co., this city, represented 
the local shoe industry at the tariff 
hearings before the Senate committee in 
Washington the past week. Mr. Mc- 
Namara’s presentation of the needs of 
the Massachusetts industry for a pro- 
tective tariff won high commendation in 
Washington for its clarity and concise- 
ness. The local shoe man stressed the 
fact that the shoe industry was vital to 
the continued prosperity of several 
Massachusetts cities and that protec. 
tion was imperative. He declared that 
a 35 per cent tariff would be more 
equitable than the proposed 20 per cent, 





Vici Color Chart Issued 


PHILADELPHIA, PA.—For the eighth 


successive season Robert H. Foerderer, 
Inc., have issued the Vici Color Chart 
to the trade. 

The chart has once again been de- 
veloped in cooperation with Cheney 
Brothers and the Forstmann & Huff- 
mann Co. It summarizes for the fall 
and winter of 1929 the focus costume 
and footwear colors and their proper 
relation to each other 

This season, as in preceding ones, 
the Vici colors were dyed with direct 
reference to the forecasts of the leading 
textile stylists. 

This fall chart places special em- 
phasis on browns in the darker tones. 
A lively blue—brighter than navy and 
smarter—is also being stressed. Space 
is furthermore devoted to a dull finish 
mat kid, which apparently is destined 
this season to outshine other leathers. 


Navy Buys 140,000 Pairs 


HOLBROOK, MAss.—Upward of 150 
additional hands will be put to work by 
the Brockton Shoe Manufacturing Co. 
here to take care of the contract for 
140,000 pairs of Navy shoes, costing 
$505,400 awarded to the local company 
last week by the supplies bureau of the 
Navy Department. Special options had 
been placed by E. F. O’Neill, head of 
the company, for leather and other sup- 
plies before the contract was received, 
and necessary material was on hand for 
an immediate start. The company, 
which previously has made shoes for 
the United States Government, will fol- 
low out its previous policy of separating 
its regular work to other sections of 
the various rooms in order to speed pro- 
duction. 
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Cincinnati Producers 
Refining Their Shoes 


More Slender and Graceful Lines in 
Fall Patterns 


CINCINNATI, OHIO.—There is beauty 
in slenderness and local shoe manufac- 
turers are putting slender, graceful 
lines to all their newest fall samples. 
Quite a number of the styles which 
dominated during the spring season are 
being touched up and are expected to 
go over big for fall. 

A large manufacturer recently re- 
ported that linings and pipings are 
going to have a great deal to do with 
fall shoe sales, and the number of new 
ones with narrow pipings of contrast- 
ing colors are getting to be very no- 
ticeable. Better linings increase the 
retail price of shoes but it is thought 
that a few cents extra on the pair will 
make no difference with the buyer. 

Ornaments, both large and small, are 
being used but it seems at the present 
time that the plainer the shoe the bet- 
ter it sells. Plain pumps, for instance, 
are selling better right now than those 
with large butterfly ornaments. 

A sufficient amount of business has 
been booked to keep factories running 
for four or five weeks and it is thought 
that a fairly good run will be enjoyed 
through the summer. The volume of 
orders booked by one manufacturer of 
high-grade novelties has caused him to 
take on additional floor space, and a 
local children’s footwear manufacturer 
reports that his plant will be forced to 
run overtime during the month of July 
in order to make August deliveries. 

A good run is being made on suede 
and antelope and black patent, black 
kid and reptile are being bought freely. 
Colors, of course, are expected to be 
popular, although the quiet ones seem 
to be doing better at this time. 


W. W. Clayton Dies | 


BROCKTON, Mass. — William Walter 
Clayton, for many years a_ leather 
dealer here, and popular with shoe 
manufacturers all through southeast- 
ern Massachusetts, died suddenly July 3 
while at work in his factory at Cam- 
pello. A native of Vineland, N. J., he 
came here in his early years, taking up 
shoemaking as his vocation. Besides 
his work, he was vitally interested in 
community affairs and in Y. M. C. A. 
and Congregational church activities. 
Besides his widow, he leaves a brother, 
H. H. Clayton, and a sister, Mrs. Alice 
Jones, all of this city. 











Moves to Salisbury 


HAVERHILL, Mass. — The Ruth Shoe 
Co, Nathan Servetnick, proprietor, 
makers of women’s McKay shoes, has 
purchased the W. H. Butler Shoe Co. 
plant at Salisbury Square, Salisbury, 
Mass., and has removed its business to 
that point. The company employs 200 
and has a daily output of 60 cases. 
The Butler factory is a two-story 
wooden structure and has been idle 
since the discontinuance of the Butler 
company in active business two years 
ago. The local company plans expan- 


Tercentenary Cele- 
brated by City 
of Lynn, Mass. 





Floats Depict Industrial Growth of 
Shoe Market 


LYNN, MAss.—Lynn had a jubilee all 
its own during the week before the 
opening of the Boston Shoe and Leather 
Fair. During the entire week from 
Monday until Saturday, the city cele- 
brated its tercentenary with parades 
composed of colorful floats depicting 
the industrial growth of the city; with 
public and semi-public functions, and 
with private affairs by the hundred. 
A feature of the week was the pres- 
ence, as honor guest, of the mayoress 
of King’s Lynn, England. Several of 
the shoe manufacturing companies 
took an active part in the celebration. 

Harry Schvey, treasurer of the Bond 
Shoe Co., wrote to employees, in con- 
nection with the celebration of Lynn’s 
tercentenary, an open letter, congratu- 
lating them on their progress. He said, 
among other things, “Our company has 
increased from 300 pairs per day (when 
we started in 1925) to 4000 pairs a 
day, our present production.” 

John H. Goldberg, president of the 
company, also wrote an open letter to 
employees and, among other things, he 
said, “The motto you have recently 
adopted, ‘Make ’em good and you will 
make ’em steady,’ is very appropriate 
to our organization.” 

The Bond Co. used eight pages of a 
Lynn newspaper to tell its story to its 
employees, and people generally. It 
used the name of its employees, as well 
as pictures of its executives, its work- 
rooms and its buildings. 





CoLuMBuUs, OHIO (UTPS)—The Co- 
lumbus-Godman Shoe Co., which con- 
sists of the sales organization of the 
H. C. Godman Co. of Columbus, which 
covers the middle western territory, 
held its semi-annual sales conference 








sion of production to 75 cases at an 
early date. 





July 1 and 2, with the full selling force 
of 21 men in attendance, 

The company announced that through 
the opening of branches in New York 
and Chicago the Columbus sales branch 
would serve somewhat restricted terri- 
tory. The States served consist of Ohio, 
Michigan, Indiana, Kentucky, West 
Virginia, Pennsylvania and 
New York. 


A Bow of Braid 


LYNN, MAss.—Dussault & Steeves, a 
new ornament firm at 270 Broad 
Street, is making a new kind of a bow 
for ornamenting pumps. They take 
narrow braids and weave them round 
and round until they get a rosette a 
trifle larger than a silver dollar. Then 
they put an ornament in the center, 
such, for instance, as a brilliant set in 
white metal. The bows may be all 
black or of alternate lines of black 
and colors. 


Godman Sales Conference | 


western | 
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Men’s Shoes 


















, [Fsreanr PROFITABLE ®& 
BUSINESS IS WANTED.SELL- 


BION F-REYNOLDS CO: BROCKTON MASS 














WHERE TO BUY 


Men’s & Women’s 
Slippers 











<NANS 
anna 


Men’s and 
Women’s 


In Stock 








“Companion- 
ate” Slippers 
Turns only— Cata- 124 
log on request. 


$2.65 
L. B. EVANS’ SON CO. - - Wakefield, Mass. 














PARISTYLE FOOTWEAR MFG. CO., INC. 
Factory and Salesrooms 
40-46 West 25th St., New York City 
$27.00 per doz. and up 


—— 
Catalog 
sent on 
request 


High Grade Turn Mules and D’Orsays 
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WHERE TO BUY 


Store Fixtures 








1 COPY OF Titi 
NEW GOODWIN CATALOG 
of SHOR STORE FIXTURES 
INSTALLATIONS 
(,00DWIN & ¢ 


Worcest« Mas 
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WHERE TO BUY 


Women’s Novelties 


EE EPP 








BONDWAY 


PROCESS 
produces footwear of remark- 
able lightness, smartness and 
flexibility. 








BOND SHOE COMPANY, (32 Duane St., New York 
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WHERE TO BUY 
Ballet Slippers 
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Black Kid 
BALLET SLIPPERS 
Made on Right and Left | a«ts 
Wom. Miss. Childs 
egg— (See rade) 1. 
Coast Prices Slightly 
BROOKS SHOE 
MFG. CO. 
Phil 


1726 No. 6th Bt. 
Les Angeles—1163 So. Hill &t. 











Soft Toe 
Turn 
Ballets 

Black Kid 

Expertly Designed 
Misses 

Women’s Children’s 
50 $1.40 
Sole..... 2.00 1.90 


. 500—Buck 
H. F. MALOTT SHOE CO. Manufacturers 
1915 Girard St., Chicago 





Lefts and Rights 
















Soft Toe Ballet Slip- 
* per and all types of 
dancing footwear re- 
quired by teachers 
and profession- 
als. At once de- 
livery. Send for 





Coast Representative: 
MR. A. F. WINSLOW 
5159 Vincent Ave. 
Eagle Rock, Los Angeles 
California 























% it 
ren 
Rights and Lefts 
Two Grades 








Wos. Miss. Chi. 
$1.50 $1.45 $1.40 
1.85 1.80 1.25 
In Stock 
325 West Monroe 








Chicago, Ml. 








| Julian & Kokenge Shoe Co. 


Kaltenbrun Heads 
Reorganized Ass’n 





Ohio Shoe Travelers Begin 
Renewed Activity 


CoLuMBus, OHIO (UTPS)—The 
Ohio Shoe Travelers Association, which 
at one time was one of the leading as- 
sociations of shoe salesmen, but which 
has been quiescent for some time, was 
revived and completely reorganized at 
a specially called meeting at the Chit- 
tenden Hotel, Columbus, July 6. About 
25 attended and a good deal of en- 
thusiasm developed. 

J. J. Kaltenbrun, past president of 
the National Shoe Travelers Associa- 
tion and a leading traveler in the Mid- 
dle West, was elected president to suc- 
ceed Perry W. Smith. F. C. Bigelow 
was chosen first vice-president and 
Ray V. Zartman, second vice-president. 
Harry Ingham was selected secretary- 
treasurer. The board of trustees con- 
sists of these officers and W. W. Skin- 
ner, Ted Mackey and Perry W. Smith. 

President Kaltenbrun will send out a 
letter to all former members of the as- 
sociation, asking them to join in the re- 
vamped association and aid in placing 
it in the position it once occupied. A 
rigorous membership campaign will be 
waged. Regular meetings will be held 
and permanent club rooms have been 
opened in the Chittenden Hotel. 





Cincinnati Golf Meet 


CINCINNATI, OHI0O—The annual golf 
tournament of the Cincinnati Shoe and 
Leather Club was held at the Hyde 
Park Country Club, June 26. The 
afternoon of golf was followed by a 
chicken dinner at the club house. 
Ohio’s three principal shoe manufactur- 
ing centers were well represented. 

Over thirty golfers teed off. The 
prize winners were as follows: Low 
total, Class A: first, R. W. Goddard, 
Selby Shoe Co.; second, H. N. Lape, 
Low net, 
Class A: first, John Condon, Chas. Meis, 
Shoe Co.; second, Claude Sweeney, 
Godman Shoe Co.; third, W. A. Gallup, 
W. A. Gallup Leather Co. Low gross, 
Class B: first, Ted Strong, John R. 


| Evans Leather Co.; second, Val Dut- 
tenhofer, former shoe manufacturer; 


third, Walter D. Cost. Low net, Class 


| B: first, Chas. F. Smith, A. C. Law- 


| rence Co.; 





second, Hugh M. Bowen, 
BooT AND SHOE RECORDER; third, W. J. 
Morton, United States Shoe Co. Class 
B. Blind Bogey; first, Joe Kueven, the 
Richard Young Co.: second, Harry 
Kennedy, the Linen Thread Co.; third, 
Karl Morton, the Morton Last Co. 

Will J. Graf was chairman of the 
committee in charge. The other mem- 
bers of the committee were Elmer 
Boose and B. C. Poole. 


Kenney Goes Outside 


Boston, Mass.— “Bill” Kenney is 
now calling on the South Shore trade 
for the Colonial Tanning Company. 
For the last three years, Bill has been 
inside salesman, and all his many 
friends and acquaintances among the 
shoe manufacturers of the South Shore 
will be pleased to see him. 


| 





Visits Boston Fair 


BosTon, Mass. — Attendance at the 
Boston Shoe and Leather Fair this 
week was not confined to buyers and 
manufacturers of the United States. A 
number of representatives of the C::na- 
dian shoe and leather trade also \vere 
in town for the three-day display. 

Among them were John Perkins, wel] 
known shoe manufacturer of Qu: bec, 
and John Paul, factory assistant to Mr 
Perkins and also in charge of design, 
style and quality. The Perkins fac ory, 
at 195 Crown Street, manufactures wo. 
men’s McKays and welts and nien’s 
welts; and Mr. Perkins recently sec ired 
exclusive Canadian rights to the uce of 
the Compo process. 

Before going with Mr. Perkins last 
June, Mr. Paul conducted his own <hoe 
style studio in Montreal. His eavlier 
experience embraces connections with 
Wichert & Gardiner of Brooklyn; J, 
Edwards & Co., of Philadelphia, and 
work for his father, the late P. P. Paul, 
one of the best known shoe pattern men 
in the United States at one time. 


Koch Wins Meis Contest 


CINCINNATI, OH1I0O—During the first 
six months of this year the Churles 
Meis Shoe Company of Cincinnati held 
a sales contest. First, second and third 
prizes were offered to the salesman 
selling the largest amount of the com- 
pany’s manufactured line of Hug-Tite 
arch-support shoes for women. \in- 
ners were announced in the salesman’s 
weekly bulletin of July 6, and Walter 
Koch, of Kokomo, Ind., carried off first 
honors with a remarkable total of sales. 
Herman Feinstein, of Dallas, Tex., won 
second prize, while D. Hayden Brown, 
of Eaton Rapids, took third. Cartoons, 





sales and contest literature were sent 
out weekly showing their standing, and 
the entire contest was intensely inter- 
esting throughout, with all the sales- 
men vieing with each other for the 


awards. The contest proved to be such 
a hit that a similar contest of | 
Tites for the last half of the ye: 
inaugurated on July 1. 


Insurance for Employces 


HAVERHILL, MAss.—The Robert Shot 
Co., operating four factories this 
city and employing over 500 workers, 
announced this week through 1 
R. Roberts of the company a g! in- 
surance plan for its employees. 
the arrangement each employee re- 
ceive a sick benefit of $10 a w for 
10 weeks in any fiscal year an 
benefit of $500. The announceme:’ was 
made by Mr. Roberts at a rece 
ing of the employees called t 
plans for the annual outing. July ” 
has been selected as the outing date 
and a committee of employees i: 
ing on the arrangements. 


New Toledo Firn 


ToLEDO, OHIO July 1 (UT! >) 
Papers have been filed with t! r 
tary of state chartering the ald 
Boot Shop, Inc., with a capi‘! of 
$20,000, to deal in boots, shoes, hsiery 
and footwear accessories. The cor- 
porators are Ronald H. Hoskin, © yrtle 
C. Hoskin and Ellen M. Hoskin. 
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Leipzig Fair Aug. 25-31 


The Leipzig Trade Fair, long the 
world’s market place for the exchange 
of goods and ideas, will be held this fall 
fron Aug. 25 to 31. As it approaches 
its 700th anniversary, the Fair out- 
classes all other industrial exchanges 
in size and the volume of business 
transacted. Every worth-while world 
market can be reached conveniently and 
cheaply by visiting Leipzig. The Fall 
Fair will attract more than 180,000 ex- 
hibitors and buyers from all parts of 
the world. ; 

America’s expanding world trade is 
indicated this year by its participation 
bot! as exhibitor and purchaser at 
Leipzig. The two great annual fairs 
are regularly attended by more than 
3000 buyers from all sections of the 
Uniied States. At the Spring Fair 
more than $400,000,000 worth of busi- 
ness was transacted by foreign visitors, 
America being the second largest. The 
United States sent more than 100 sig- 
nificant exhibits of its products, with 
high!y satisfactory results. In recent 
years American participation in_ the 
Leipzig Fair has steadily increased. 


Busy Season Starts 
in Brockton Factories 


BrocKToN, Mass.— With inventory 
periods put behind, local and _ district 
plants have started their new fall runs 
with immediate prospects of good busi- 
ness as bright as those which have kept 
the factories busy in what has proven 
the busiest season the shoe industry has 
seen in this section for nearly a decade. 

Some of the larger plants are start- 
ing on practically full time, but those 
turning out the jobbing shoe work are 
not so busy. Reports from many sec- 
tions of the country show dealers have 
had a good call with the result that 
the fairly limited stocks they have been 
carrying are lower. The early arrival 
of hot weather has tended to stimulate 
business in the North, salesmen have 
reported back. 

Shipments from this city for the first 
half year which ended last week showed 
a gain of approximately 46,000 cases 
over the figure of a year ago for the 
same period. The total last year was 
better than has been the case for three 
or four years, so that the better show- 
ing this year has been increasingly en- 
couraging. 


John Bright Store to Move 


ATLANTA, GA. (UTPS)—The John 
Bright shoe store, located on Marietta 
Street, is reported to have leased space 
in the Piedmont Hotel building, now 
being extensively remodeled, where it 
will occupy a thoroughly modern and 
up-to-date store. The store will be 
oe when the hotel is completed in 

e fall. 


L. H. Hoffacker Retiring 


HANoveR, PA—L. H. Hoffacker, who 
has conducted a retail shoe store in 
Center Square for 27 years, is retiring 
from business. He has just completed 
a very successful closing out sale. 





Heel Manufacturers Form 
National Association 


H. B. Trask of Newburyport, Mass., 
Elected President 


Boston, MAss.—Organization of the 
National Heel Manufacturers’ Associa- 
tion, with headquarters in Lynn, has 
been completed by the election as pres- 
ident of H. B. Trask, of Newburyport, 
Mass.; and, as secretary-treasurer, of 
George R. Walmsley. Mr. Trask, the 
president, is head of the Bracket Heel 
Co. Mr. Walmsley is best known to the 
trade as a style shoe director, in which 
work he has been engaged for 10 years 
or more, previously having been store 
sales manager of the Regal Shoe Co. 

Among the aims of the association, as 
defined in its constitution and by-laws, 
are the following: 

“To collect and circulate average 
costs of various processes in heel manu- 
facturing, and so far as any member of 
the trade may desire, to assist such 
member in installing proper systems of 
cost accounting. 

“To cooperate in research work for 
the improvement of the quality of heels. 

“To develop and advertise new uses 
for heels or of other materials which 
can readily be made in _ factories 
adapted to the manufacture of heels. 

“To assist and advise in consulting 
with shoe manufacturers in the stand- 
ardization of sizes, colors and quality 
of heels. 

“So far as possible and when proper, 
in connection with the Federal Trade 
Commission, to discover and suppress 
unfair methods of competition.” 

Included in the membership are the 
following: , 

Brockton Heel Co., of Brockton, 
Mass.; Renton Heel Co., of Lynn; 
Leighton Heel Co., of Lewiston, Me.; 
Lynch Heel Co., of Chelsea, Mass.; 
Hubbard Heel Co., of Dolgeville, N. Y.; 
Bracket Heel Co., of Newburyport, 
Mass.; George A. Peabody, Jr., Co., of 
Dover, N. H., and the Caroline-Becker 
Co., of Brockton. 


Sole Cutter for 50 Years 


LYNN, Mass.—Walter M. Libbey has 
been cutting soles for fifty years. He 
started in 1879, in a firm that his 
father started years before. He is now 
president of the Manufacturers’ Na- 
tional Bank as well as head of his cut 
sole house. His son, Walter, is active 
manager of the business. That makes 
three generations of Libbeys in the cut 
sole trade. Nobody knows how many 
millions of pairs of soles the Libbeys 
have cut. When they started every- 
body wanted leather that would wear 
like iron as well as hard as a rock. 
Now most everybody wants flexible 
leather, and the lighter the better. 


New Enna Jettick Shop 


ATLANTA, GA. (UTPS)—The Enna 
Jettick Boot Shop, Inc., with factory 
headquarters in Auburn, N. Y., will 
open a retail store in Atlanta on or 


about Aug. 1. Space has been taken 
at 134 Peachtree Arcade Building, it 
has been announced. 





WHERE TO BUY 
Wooden Beach Shoes 


err ms i heli alii 


Wood Sole Bathing Sandals 


Men’s 





Ladies’ and 

sizes. White Canvas 

tops; colors if de- 
sired; durable 
fastening; profit- 
able line for 
dealers. 


co., 
Wis., 


Mfrs. 
U. S. A. 


A. H. RIE man SHOE 
29th & Viiet Sts., Milwaukee, 


O’Donnell Shoe Corp. to 
Make “Propr-Bilt” Shoes 


St. PauLt, MINN.—The O’Donnell 
Shoe Corporation of St. Paul, Minn., 
announces that an agreement has been 
entered into between the corporation 
and the Pioneer Shoe Manufacturing 
Company of Kansas City, under the 
terms of which the exclusive right to 
manufacture “Propr-Bilt” shoes passes 
from the latter to the former. 

This shoe, on which patents were 
granted some time ago to Drs. Frank 
D. Dickson and Rex L. Diveley, well- 
known surgeons of Kansas City, com- 
bines many new features. It will be 
manufactured in one of the welt fac- 
tories of the O’Donnell Shoe Corpora- 
tion and will be merchandised under 
the direction of Andrew J. Sheridan, 
who was with the Pioneer Shoe Manu- 
facturing Company of Kansas City. 

All in-stock and special orders in the 
files of the Pioneer company have been 
moved to the O’Donnell factory, from 
where the in-stock orders will be filled 
at once and the special orders and or- 
ders for future delivery will go into 
the factory and be shipped on the dates 
specified. 

This move was made necessary by 
the large increase in demand for 
“Propr-Bilt” shoes, which left the 
Kansas City factory in the position of 
not being able adequately to take care 
of the increase. 


Chas. A. Miller Dead 


MEADVILLE, PA. — Charles A. Miller, 
well-known shoe retailer who estab- 
lished a store here 28 years ago, died 
last week at his home in this city. He 
was born in Germany, but come to 
America in early life and began his 
business career in his brother’s shoe 
— Later he entered business him- 
self. 

The business will be continued by his 
sons who have been associated with 
him and will be known as Charles A. 
Miller’s Sons. 

Mr. Miller’s wife died recently. Sur- 
viving him are his children, Mrs. J. J. 
Mead, Miss Lena Miller, Mrs. F. P. 
O’Neil, Edward C., Alfred F. and 
Bernard, all of Meadville, and Rev. 
Father Victor Miller of Hanmett. 


Rolick Opens Another 


RocHESTER, N. Y.—E. Rolick, who 
operates two shoe stores in Rochester, 
is opening a third store on 1514 Dewey 
Avenue where he is featuring complete 
line of shoes at $3 and up for women; 
$3.75 for men. 
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TTRACTIVENESS, more attractiveness, 


























ultra attractiveness—that’s the stuff these one 
days in getting more business for the shoe store. > 
But how inject even more attractiveness into Iv 
the establishment ? “h 
Charles D. Cline, owner of the French Slipper the 
Shoppe, in Hollywood, the famous movie capital, ths 
uses a good idea which some other stores ar Iso og 
using and which still others might use. This is da: 
to make his establishment unique and unusually ( 
interesting by the use of a “mezzanine” disj)la) a 

window and by the use of a small mezzanine f!001 

at the rear. 

H' 

HE upper story of his show window adds to 
his display space and gives a striking appear- means 
ance to the exterior of the store while the me771 in tow 
nine floor inside breaks up the height of «1 The 
rather high ceiling and does away with t starte 
otherwise might be a bleak and cold rear \ climbe 
Beautiful furnishings and the operation 0 how ¢ 
store as a “parlor” shoe shop combine to giv: t often, 
the right air of smartness to the establishm: that | 
all with splendid effects in boosting business Comp: 
, Day 
The mezzanine effect ts also carried out inside the store by oa 





means of the stairway and graceful wrought iron railing 


— 
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| We can place a man 


like W. J. Arnold . . 


4S 


This is W. J. Arnold 


Read his own story of success! 


Y first work with the J. C. Penney Company consisted 
I of distributing circulars along with the local manager of 
one of their stores. As I was very young I had given no thought 
to entering the game of merchandising as a means of insuring a 
successful future. After finishing the job of delivering circulars 
I was offered a position in the store at $20.00 a month. This 
salary did not appeal to me very much, but after considering 
what one could accomplish I decided to go to work and forget 
the salary. 

My mind soon became filled with the ideals and principles 
that were followed by the Company, and I realized that if an 
organization was fair with the public it would certainly be fair 
with the men that joined the organization with a view of some 
day being taken into the Company as a partner. 

Our organization not only offers a man an opportunity to 
enjoy success, but it is one organization that really is interested 
in seeing and helping others come forward. 


(Signed) W. J. ARNoLD, Marysville, Calif. 


E began by distributing advertising circulars for a 

J. C. Penney store—today he is a man of financial 
means,.one of the most successful business executives 
in town. 


That is the career of William Arnold, that tells where he 
started and how far up the ladder of success he has 
climbed. But it does not show you how hard he worked, 
how determined he was to earn promotion quickly and 
often, how keenly he studied the many sides of business 
that help produce the sales volume of a J. C. Penney 
Company store. 

Day by day, month after month this man toiled on— 
waiting on customers, taking inventory, studying the 
great buying power and methods of the J. C. Penney 


— 


Adv, 
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We are opening new stores all the time. We need good 
men to train for the responsibility of managing them. 


Company. Endlessly he sought knowledge—and soon he 
was capable of handling his own store organization. 

Then came the fruits of labor—a high position, a fine 
yearly income, plus a share of the profits earned by his 
particular store. And more than that, a quantity of valua- 
ble J. C. Penney stock, which paid him a goodly amount 
in dividends each year. 


How happy you would be to do 

as well as William Arnold! 
Take stock of yourself today. Ask yourself if you have 
the qualities necessary to succeed in the Penney organiza- 
tion. Test your own character now and see if you are 
willing to accept hard work in order to win wealth. If you 
are—and if you have a good education, if you have lived 
cleanly and honestly, if you are between 21 and 35 years 
old, if you have had sound experience in the drygoods or 
shoe or clothing business—write us now. Your future will 
depend on you. 


Get in touch with us now, if you feel that you are the kind 
of man we want. In a few years you may achieve your life’s 
ambition. Write to J. C. Penney Company, Inc., Attention 
Mr. J. D. Keyes, Room 1503-K, 330 West 34th Street, New 
York, N. Y.;. or attention Mr. E. M. De Moss, Room 1051-K, 
1010 Pine Street, St. Louis, Mo.; or attention Mr. A. M. Wa!- 
ters, 1125-K3, Perrine Bldg., Oklahoma City, Okla.; or atten- 
tion Mr. Wm. H. Dayton, Room 1323-K3, 1324 Russ Building. 


San Francisco, Catifornia. 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 





Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 239 West 39th St., New York, N. Y.. 
on Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 


4c per word. Minimum Charge 75c. 
4c per word. Minimum Charge 75c. 
7c per word. Minimum Charge $1.25 


Five dollars per inch. Allow 45 words to an inch 


When advertisers desire answers to come in our car: 
twelve words must be allowed for address. When ad 


each word of their address must be counted in the ad 
vertisement and paid for accordingly. 





advertisers, as amounts are too small to open account: 











vertisers desire replies forwarded direct to their addres: 


Payment in advance is required, except when regula: 




























SALESMEN WANTED 





SALESMEN WANTED SALESMEN WANTED 











Salesmen Wanted 


An exceptional opportunity if you can 

sell fast snappy line of popular priced 

* Men’s and Boys’ Dress Welts. Have open- 
Inge in the following states: 


Arkansas Kansas 
Nebraska lowa 
Missouri Oklahoma 
Louisiana Mississippi 
Alabama Virginia 
W. Virginia Georgia 

N. Carolina S. Carolina 
Kentucky Tennessee 


All numbers carried in stock. This line 
offers real opportunity for live salesman. 


Address B-219, care Boot and 
Shoe Recorder, 239 West 309th 
Street, New York, N. Y. 





ALESMAN wanted to carry as a s 
a complete line of infants’, misses’ a: 
dren’s shoes, covering states of Main 
Hampshire and Vermont. Address B-: 
Boot and Shoe Recorder, 239 West 39 
New York, N. Y. 











WANTED 


A Class A shoe salesman for 
established territory in Southeast- 
ern New York. Preference will 
be given to a salesman now cover- 
ing this section with a general line. 

Write Hurd Shoe Co., Inc., 
Utica, N. Y., giving full informa- 
tion as to lines carried, amount of 
shipments the last two years, age, 
and at least two responsible refer- 
ences. 














ANTED—Side line salesman on 

commission basis to sell our popu 
In Stock line of Infants’ and Childre: 
in Ohio, Illinois and Indiana. Give { 
ticulars and references in letter of aj 
H. H. Freeland, Inc., Rochester, N. \ 




























ANTIED—Salesmen to carry as 
complete line of Children’s and 
shoes for -, states of Kansas, Miss 
nois, and Minnesota. Straight cor 



















Milwaukee, Wis. 





SAL 4sESMAN to carry four samples 
and turn boudoirs (leather soles) 








Salesmen Wanted 


For the following territories: Illi- 
nois, Indiana, Michigan, Iowa, Mon- 
tana and Wyoming, Utah and 
Idaho, to sell a nationally known 
fast selling line of Ladies’ Novelty 
shoes retailing at $5.00 and $6.00, 
earried in stock in St. Louis. 

Liberal commission offering big 
earnings to a hustler. 

Address B-217, care Boot nd 
Shoe Recorder, 239 W. 39th “St, 
New York, N. Y. 








mail orders make it exceptionally 
line. Haverhill Ballet Co., Haverhill, 





= i X- 
Wanted—Shoe Salesmen with e XPERIENCED shoe salesman want: 


perience selling retailers to cover ; to retail trade a jobber’s general lin 

: : . Jersey, Eastern Pennsylvania and Lor 

certain vacancies in our force. State your experience. Address B-2 

Liberal commission. = Shoe Recorder, 239 West 39th Str 
York City. 









SAL -ESMAN to cover State of Tex: 
well known popular line of stitchd 
and sandals. State experience, referer 
Apply Fein & Glass, Inc., Reading, Pa. 






Goddwill Shoes « 


For Hard Service and Long Wear’ 








THE 


MORRIS SHOE COMPANY 


wants live wire salesmen to sell 


New York’s most popular line 


of children’s shoes in Brook- 
lyn and New York City terri- 


tories. 


153 Duane St., New York City 
Telephone: Barclay 0343 


W ANTED—Producers to sell Hawkes soft 
soles, cushion soles, and “Self-Starters.”’ 
Good territory open. Give us the pleasure of 
sending you a sizeable commission check each 
month. 10% commission, full credit on all 
mail oneness on this sure repeat side line. 

, AWKES & SON, Inc.. Rochester, 





Want salesmen with established tr 
for Virginia, West Virginia, 1 
Kentucky, Carolinas and from Deny 





Complete side line Children’s shoes 

Ralston Shoemakers (Men’s Shoes) fonte, to Growing Girls. Turns, St 
. : : which and Prewelts in Stock. Commission 

have important eae’ a ne apply if you can’t refer us to your m 
are not now intensively covered, j. S. ZULICK & CO. Orwigsbure g, P 





making an opportunity in towns —_—_—_—_—_ 








which are not now called upon for S ALESMEN to carry our tray of 
“ . ments as a side line. Our line is 

men who have an established busi- to every shoe retailer in the country. 
ness to take a short line of fast- riteries open except the Pacific : 

: can H ox B-228, care Boot and Shoe Re 
one. Seana oP gma alli strictly West 39th St., New York, N. Y. 

RALSTON SHOE MAKERS, —_ 
984 Main Street, Brockton, Mass. POSITION WANTED 











ALESMEN WANTED—We boast of one of SHOE MAN—For a number of years 
the highest grade side line sales organiza- aging chain stores .throughout Ohio, 








SALESMEN wanted for States East of Okla. 

and Texas. Stylish line Children’s and 

Misses’ Turn shoes, including covered heels. 

oar B-177, care Boot and Shoe Recorder, 
9 W. 39th St., New York City, N. Y. 








HEL MHOLZ SHOE MFG. COM ANY, 


















































































tions in the country selling infants’ shoes. Now competent, reiiable and familiar with 
have a limited number a territories open, and methods of merchandising, wishes to : M 
wish to hear from real producers. Line made change. Address B-213, “—_™ Boot | ar on 
up of about fifty shoes, consisting of soft soles, Recorder, 239° West 39th St., New York a 
cushion soles, and the intermediate “Self- — 
| a... meet in a side line — | = = 
a little effort will pay your gasoline an ote ee 
bills, write at once. 10% commission. THE Position Wanted 
a SHOE CO., INC., ROCHE S- . 

=R, N. Can you use a Salesman in Te» 

One with best of references? 

WANT salesmen with established trade. Side you can, address B-211, c/o | 
; _ 4 popular priced turns and — and Shoe Recorder, 239 West 3 
n Stock. en per cent commission. efer- T ; 
ences. Address B-197, care Boot and Shoe Re- St., New York, N. Y. 
corder, 239 W. 39th St., New York, N. Y. — 
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POSITION WANTED 


‘ HELP WANTED 











POSITION WANTED 


nerienced manager of shoe manu- 
‘uring business becomes available 
rtly, due to liquidation. College 
iate, with Eastern and Midwest- 
experience on women’s and 
en’s welts, McKays, Stitchdowns 
ling — buying — making and, 
necessary, selling. Will get re- 
Prefer position to operate busi- 

1s manager for owner. Can 
to people of standing in the 


Address B-229, 
Boot and Shoe Recorder, 
9 West 39th St., New York, N. Y. 











AND MANAGER of shoe store or 
partment, now buyer and manager of 
partment in large department store, 
make change; ten years’ experience; 
satisfactory reference. Address, B-223, 
t and Shoe Recorder, 189 W. Madi- 
t, Chicago. 





‘ED retail and factory man as buyer 
iin stores. Wide merchandising ex- 
in Central States. Address B-224, 
and Shoe Recorder, 239 West 39th 
York, N. Y. 





FOR SALE 








For Sale or To Lease 


Shoe factory at Stoughton, Mass., oc- 
cupied for the past fifteen years by 
Michael F. Kelley, doing business under 
the name of the “Three ‘K’ Shoe Com- 
pany.”” 

Fully equipped for manufacturing. 
Death of owner reason for selling, terms 
reasouable. For full information, apply to 

Trust Department 
EXCHANGE TRUST COMPANY 
175 Washington St. 
Boston, Mass. 


YOUNG MAN wanted to take charge of stock 
department for wholesale Shoe Co., must 
have experience and references. Platell Shoe Co., 
158 Duane St., New York, 





LINE WANTED 





EXPERIENCED shoe salesman. Women’s 

specialty preferred. Territory 14 counties 
adjacent to Philadelphia, South New Jersey, 
Delaware and eastern shore of Maryland. Have 
car. Ready August 15th. Address Box B-226, 
Boot and Shoe Recorder, 214 So. 12th Street, 
Philadelphia, Pa, 





SPACE WANTED 





LOCATION WANTED FOR HOSIERY DE- 
PARTMENT—In medium-sized town of 
Alabama, Tennessee, Mississippi, with store 
carrying popular priced shoes. Stock supplied. 
Address Miss Miller, 291 S. Second St., Mem- 
phis, Tenn. 





MERCHANTS’ NEEDS 

















FOR SALE—Store carrying exclusive line 
men’s and children’s high grade shoes. Also 
fine repair department. Illness. Must sell. 


The Bootery, New Rochelle, N. 


OR SALE—Retail Shoe store located in one 

of the fastest growing cities in Northeastern 
Ohio. In a city of approximately 30,000 popu- 
lation. This store has been owned and operated 
for 52 years at its present location under prac- 
tically the same management. Gilt edge location. 
Good lease to responsible party. Reason for 
selling, other interests. Address B-225, care 
Boot and Shoe Recorder, 239 W. 39th St., New 
York, N. Y. 








FOR RENT 





)  oeotsd STREET, NEW YORK—100% 

location for shoe or rubber goods, manu- 
facturer’s office display and stock rooms at 155 
Duane Street. Five story and basement build- 
ing, 25 feet by 25 feet. Rent $4,000—Apply 
David Steckler, owner, 25 West 44th Street, 
New York City. 


HOE DEPARTMENT to rent in very suc- 

cessful millinery shop. 100% location. Shoes 
to be $7.50 to $12.50. For further information, 
—, . Fruchter, 417 So. Salina St., Syra- 
cuse, N. Y, 





BUSINESS OPPORTUNITY 


REAL BUSINESS OPPORTUNITY for 
ps an experienced shoe man. -One that is a 
50GETTER and has some capital to in- 
vest in an established Shoe store in Michigan. 
One that can handle the exclusive agency for 

a line of shoes that is in Big Demand, with 

wine cooperation from the ctonr. Address 
206, ~ Boot and Shoe Recorder, 239 West 

New York, N. Y. 





Wi NDOW 
DISPLAY FIXTURES 
Anade by 


SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 
SEND FOR CATALOG 


CSTABLISHIO 1890 


LABELS 


and 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


263- 271 LEXINCTON AVE. BRODKLYN. NY 


AMERICA'S CREATEST 
SHOE CARTON & LABEL MFCS 





WANTED TO PURCHASE 








If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 


KIRSCH-BLACHER CO., INC. 


624 Broadway New York 
Phone Spring 144° 











TO BE SURE THAT YOU RECEIVE 


THE VERY HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 


Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 








HIGHEST CASH PRICES 
PAID 


for shoe stocks, slow sellers, ete. Short term 
leases taken over. Transactions confidential. 
Est. 1890. 


MAX GLAUBERG 
54 Lispenard St., New York City 
Canal 8014 








Quick Cash Buyers 


Retail Shoe Stores—Stocks or Odds and 
Ends. Unexpired leases taken over. 
Phone or write. 


POSTER @® DEUTSCH 
436 Grand St. New York City 
Dry Dock 0352 














MERCHANTS’ NEEDS 








Milbradt 
“=| Rolling Step Ladders 


Enable you to reach your 
highest shelves convenient- 


“They last a lifetime 
and 


“}Are made in any style, 
shape or size to fit any 
kind of shelving. 


i Write for general catalog 
and let us suggest the best 
ladder for your use. 
Milbradt 
Manufacturing Co. 
Established 1895 
2416 No. 10th Street 
ST. LOUIS, MO. 














Edgar Wolfe Injured 


CoLumMBus, OHIO (UTPS)—Edgar 
T. Wolfe, vice-president of the Wolfe 
Wear-U-Well Corporation, was _ seri- 
ously injured in an automobile accident 
recently, and will be confined to a Co- 
lumbus hospital for several weeks. The 
car in which he rode, together with Capt. 
H. H. Black, commandant of an U. S. 
Army aviation squadron, overturned 
while on a trip to Mr. Wolfe’s summer 
home on Journal Island, Buckeye Lake, 
and the men were pinned under the car. 
Mr. Wolfe suffered a compound fracture 
of the jaw bone, several cuts and 
bruises, and his left arm was tempo- 
rarily paralyzed. 











MERCHANTS’ NEEDS 








a 


S cushion TIRE 
STORE LADDERS 


to y Insure perfect 

shelf service for 

any line of mer- 
Deep tread 







iam 
\ 


eS 
1) HUMAN 

















oe 





* 


chandise. ; ~ 
steps, properly spaced, 
i full 






with convenient 
length handholds on both 
sides of ladder permit 
mounting or descending 
with ease. Both hands 
free to remove or 
replace stock without 
danger of falling. 
Cushioned Tired ¢ 
Trolley and Truck : 
Wheels eliminate noise and prevent vibra- 
tion. Erection as simple as A, B, C. Utilize 
small space. Make top shelves safely avail- 
able for stock purposes. One style—neat of 
ates finished—any height ceiling. 
: housands in use. 

Circular on me E.MYERS & BRO.CO. 
request. ASHLAND, OHIO. 
GeumPsS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS | 











How to Handle the 
Cautious, Skeptical, 
Suspicious Customer 


[CONTINUED FROM PAGE 43] 


seller is here of tremendous importance. 
The first thing to do is to try to influ- 
ence her emotions, her feelings, by giv- 
ing her right impressions regarding 
the selling situation in three chief par- 
ticulars: (1) that the store regards her 
as a friend and that she is welcome; 
(2) that the salesman is willing and 
ready to serve her because it is a pleas- 
ure to serve a guest; and (3) that the 
attitude of the store and the salesman 
is the cordial desire to be of help 
whether anything is bought or not. 

The endeavor of the salesman must 
be to replace suspicion with confidence 
—confidence in the store, the merchan- 
dise and the salesman himself. The 
efficient salesman will meet caution 
with explanation, demonstration, proof ; 
and skepticism and suspicion, with as- 
suranée. «In some manner satisfying to 
the customer, he has to vouch for the 
quality and value of the footwear and 
its adaptability to the use which the 
customer will require of it. When she 
has been convinced, assured and se- 
cured against possible dissatisfaction— 
she buys. 

The salesman will avoid feeling flus- 
tered and getting peevish at the cus- 
tomer who makes repeated objections to 
goods shown. Her objections and fault- 
finding will not be allowed to shorten 
the right presentation of the merchan- 
dise. Selling talk will be brief, avoid- 


ing lengthy explanations, but every ob- 
jection will be fully cleared up, not ig- 
noring the customer’s most trivial re- 
marks. 





BOOT AND SHOE RECORDER 


Modernizing the 
































WASHINGTON, D. C.—T. Guiffre, who 
for more than twenty-five years has 
conducted the Orthopedic Shoe Shop on 
Pennsylvania Avenue, has opened a 
most modern shop at 518 Ninth Street. 
Mr. Guiffre has specialized in making 
shoes for crippled and deformed feet, 
and for the past quarter of a century 
has enjoyed a very choice clientele 
among Washington’s elite. He has 
made shoes for many of the country’s 
notable men and women who have lived 
in Washington. Some of his customers 
he has not seen in years, but supplies 
their wants by mail. 

The new Ninth Street shop is the 
last word in beauty. The front portion 








Up in the Air 
[CONTINUED FROM PAGE 41] 


Another sample, sent to Sommers & 
Kauffman, San Francisco, was due to 
arrive there 80 hours after the designer 
began to work on his style, according 
to the information and inspiration that 
he gathered in the New York market. 

An order for case lots of the shoe 
was booked at noon, from the R. H. 
White store in Boston, and the making 
of the shoes was started 25 hours after 
the plane, bearing the Lynn flying 
stylists, left New York. Deliveries of 
the shoes were completed within ten 
days. 


Hide Duty Won’t 
Help the Farmer 


[CONTINUED FROM PAGE 51] 


ported the rates in the House bill on 
fancy reptile skins. These rates are 
10 per cent ad valorem on raw skins 
and 25 per cent on semi-finished. Mr. 
Wholley said that without these duties 
the tanners would be unable to sell at 
a profit. To meet the price of the com- 
peting skins, he said, it is necessary to 
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Orthopedic Shop 












of the shop is fitted with display cases, 
showing the various types of leather, 
lasts and patterns. A very bright and 
cheery shine parlor is fitted up with 
special sections for women. The color 
scheme of green and white is carried out 
complete, even to soft green lights, act- 
ing as part of the trim. Special booths 
are arranged for those who wish to sit 
and wait while shoes are being re- 
paired. 

In the rear of the shop is a complete 
shoe factory that can be seen through 
the glass partitions. Mr. Guiffre has 
left out nothing in the way of modern 
machinery that can be used in his par- 
ticular work. 


sacrifice profit, without protection 

Imports of boots and shoes and other 
leather footwear for the five months 
ending May 31 amounted to 3,680,007 
pairs, valued at $8,985,852, against 1,- 
887,619 pairs, valued at $4,432,905, in 
the corresponding period of 1928. The 
upper leather imports also show in- 
creases. The calf and kid leather  las- 
sification shows 11,968,442 square feet 
imported during the first five months. 
The month of May showed materi: 
creases in boots and shoes over May 
1928, 566,342 pairs being imported 
against 252,465 pairs in the me 
month last year. ‘ Exports of boots and 
shoes continue to decline, men’s and 
boys’ shoes, 802,084 pairs, for the (irst 
five months of the year, against **5 
ew in the corresponding 192* 
riod, 





Mater Buys Bayerl Store 


PORTSMOUTH, OHIO (UTPS)—G: ge 
Mater, an employee of the No1 & 
Western Railroad Co., has pur d 
the retail shoe store on Gallia > t 
near Offnere Street, from Rober! !a- 
yerl. Mr. Bayerl has been op ng 
the store for several years. Mr 
Bayerl has become identified wi!) ‘h 
‘Counter Top Co. of Portsmouth 
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The BACKBONE 
of the Shoe « « 


; | ho as the spinal column sustains 
and gives firmness to the human 
frame, so too the Crawford Shank 


supports and strengthens the shoe. 
This Arch Supporting Shank em- 
bodies the combination of rigidity 
and flexibility. It is a resilient steel 
brace built into the shoe. A truss, riv- 
eted to the under side of the shank, 
keeps it in its original curved shape. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


One end of the Crawford Shank @ 

is slotted and fitted around a split 

rivet so that it will slide back and 

forth as the weight of the body pl: oer. 
TO INSOLE 


is applied and removed from the ELONGATED S07 
Y PERMITS SLIDING 
ACTION 


foot, yielding just enough, under 
pressure, to accommodate the nat- 
ural flattening of the arch. When 
the foot is raised, it springs back 
into its original position. 


U/C 


O TRUSS 

















Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of Tue Boor anv SHoe Recorper 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 


In this Issue— 
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A buying guide 


Alden, C. H., Abington, Mass........... 


Bleecker Shoe Co., New York City...... 
Blog Shoe Co., New York City.......... 
Bond Shoe Co., New York City......... 
Brooks Shoe Mfg. Co., Philadelphia, Pa 


Capezio, New York City................ 


Clapp, Edwin, & Son, Inc., E. Weymou 
ass. 


eee eee eee eee eee ee ee eee 


Commonwealth Shoe & Leather Co., W! 
SE MEE Gite OUseebeweeets:00 00 


Concord Shoe Co., New York City..... 
Crescent Shoe Co., New York City.... 


Crossett Shoe Co., Boston, Mass..... 


Drew, Irving, Co., Portsmouth, Ohio 
Dryzer & Rosenberg, Inc., New York Ci: 


Duane Shoe Co., New York City...... 
Edwards, J., & Co., Philadelphia, Pa..4t! 
Emerson Shoe Mfg. Co., Rockland, Ma 


Evans, L. B., Sons Co., Wakefield, Ma 


Firestone Footwear Co., Boston, Mass 


Friedman, B., Shoe Co., New York Ci 


Golo Slipper Co., New York City.... 
Goodrich, B. F., Rubber Co., Akron, 0 
Mass 





Greeley, A. W., Co., Haverhill, 


Helmholz Shoe Mfg. Co., Milwaukee, W 


Holland Shoe Co., Holland, Mich... 


Independent Shoe Mfrs., St. Louis, M 


Juvenile Shoe Corp. of America, Au 
Mo. ; 


Levey Bros. Shoe Co., New York Ci! 


Maid-Rite Slipper Co., Brooklyn, N. 


Malott Shoe Co., Chicago, III. 


Nettleton, A. E., Syracuse, N. Y. 
Nunn, Bush & Weldon Shoe Co., M 
BOR, WE cescccccccccseccecess 


July 18, 1929 


66 


cover 


64 


65 












60 










64 





Red 


Reed 
Reyn 
Richi 


Riem 


Saks, 

Smart 
Smith 
Stacy- 


Swan 


Tweed 


United 


Weiss, 


LEA 


Allied 
Amalga: 


Armstro 


Barrett . 


Dimond 


Essex Ru 
Essex Ta 
Evans, Ji 
Levor, G. 
MeNeely | 


New Cast! 


Pfister & 


Seton Leat 





July 13, 1929 


Our Advertisers in this Issue 


Q’Donnell Shoe Corp., St. Paul, Minn 


Packard, M. A., Co., Brockton, Mass 

paristyle Footwear Mfg. Co., Inc., Brook- 
lyn, N 

Powell & Campbell, New York City 


5 


ss Shoe Co., Cincinnati, Ohio, 
anon Front Cover 


Reed, E. P., & Co., Rochester, N. Y. 

Reynolds, Bion F., Brockton, Mass. 

Richards & Brennan Co., Randolph, Mass.. 64 
Riemer, A. H., Shoe Co., Milwaukee, Wis.. 67 


Saks, M. J., Shoe Corp., New York City... 47 


Smart, Bob, Shoe Co., Milwaukee, Wis 

Smith, Wm. Sumner, Chicago, Ill 

Stacy-Adams Co., Brockton, Mass.......... 64 
Swan Shee Co., Baltimore, Md 


Tweedie Footwear Corp., Jefferson City, Mo. 4 


United States Shoe Co., Cincinnati, Ohio, 
Front Cover 


Weiss, J., Shoe Co., New York City 


LEATHER AND OTHER MATERIALS 


Allied Kid Company, Boston, Mass......... 
Amalgamated Leather Co., Phila., Pa 


Armstrong Cork Co., Lancaster, Pa 
Barrett & Company, Newark, N. J...3rd 
Dimond Kid Co., Boston, Mass......2nd Cover 


Essex Rubber Co., Trenton, N. J 
Essex Tanning Co., Peabody, Mass......... 17 


Evans, John R., & Co., Camden, N. J....14-15 
levor, G., & Co., New York City 
McNeely Company, Phila., Pa............. 


New Castle Leather Co., New York City... 54 


20 





FINDINGS AND SHOE STORE SUPPLIES 


American Seating Co., Chicago, Il 
Fitrite Overgaiter Co., Phila., Pa 


Goodwin, C. L., & Co., Inc., Worcester, 
65 


Kawneer Co., Niles, Mich 


Milbradt Mfg. Co., St. Louis, Mo. 


Miller, O. A., Treeing Mach. Co., Brock- 
ton, M 49 


Myers, F. E., & Bro. Co., Ashland, Ohio.. 72 
Pollinger, M. D., Co., St. Louis, Mo 


Scholl Mfg. Co., Chicago, Ill 
Segall & Co., Philadelphia, 


MISCELLANEOUS 


American Weekly, New York City 


Export Surplus Purchase Co., New York 
it 


Glauberg, Max, New York City 
Kirsch-Blacher Co., New York City 


Meyer, Frank B., Co., Inc., Brooklyn, N. Y. 


Morrison Hotel, Chicago, 


Penney, J. C., Co., New York City 
Poster & Deutsch, New York City.... 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 


DRESSINGS, ETC. 
Beckwith Mfg. Co., Boston 
Tubular Rivet & Stud Co., Boston, Mass... 


United Shoe Machinery Corp., Boston, 





BOOT AND SHOE RECORDER 


Meek 


you will find 
in the 


ext 


Boot and Shoe 
‘Recorder 











UMMER weather isn’t conducive to 
physical activity, but there isn’t any 
hampering influence on thinking. Now 
is the time to prepare some real plans 
for fall selling—set your merchan- 
dising house in order. Right buying is 
than half the battle. In next 
issue we present a complete 
plan based on 
schedules. Buy only what you can sell 
—and buy the right amount of right 
sizes. 


more 
week’s 


buying proper size 


* * * 


DEAS are worth money. One new 

idea a week will spell added profit. 
Our hard traveling field editor, Harry 
Terhune, again presents a flock of new 
ideas gleaned from retailers who are 
doing big things. Most of the ideas 
presented in next week’s ger- 
minated on the Pacific Coast where Mr. 


issue 


Terhune now is. 


EVER was window trimming 
4 more important than it is today. 
Good draw customers and 
customers pay your profit. The back- 
ground often makes the difference be- 


windows 


tween a good and a bad window. Some 
people have found out how to make 
good backgrounds, and we relay the 
story on to you in our July 20 issue. 
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INVISIBLE MIDDLESOLE 


. .. solves perfectly the cavity filler problem in rub-# 
ber soled sports shoes : + : 
. . port Shoes by 


W. L. Douglas Shoe Co. < 


These outstanding advantages - proved facts — must onl att 
INVISIBLE 


convince. MIDDLESOLE 
INVISIBLE MIDDLESOLE vulcanizes the stile 


[<= 


shoe bottom firmly into one unit, eliminating curled 


edges, crawling, bunching up, air pockets and 
squeaks . . . Provides a firm even tread .. . Insulates against cold or heat 
... Adds flexibility and resiliency . . . Is damp-proof. . . Strengthens 
and holds the shape and style of the entire shoe. 


BECKWITH MANUFACTURING COMPANY 


Manufacturers of Vulco Products 
STATLER BUILDING tt Sef BOSTON, MASSACHUSETTS 


—€ 





